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“Smart  Quotes” 

* Most  American  teenagers  believe  that  their  future  income,  standard  of  living,  and 
health  will  surpass  that  of  their  parents.  Forty-eight  percent  of  teens  describe  them- 
selves as  “very  confident”  that  they  will  earn  more  money  than  their  parents,  and 
39  percent  are  “somewhat  confident.”  Overall,  household  income  grew  less  than  1 
percent  in  inflation-adjusted  dollars  between  1984  and  1994  and  declined  sharply 
among  the  youngest  age  groups.  But  teens  are  optimistic. 

{The  Numbers  News,  June  96) 

* The  employment  situation  for  those  who  drop  out  of  school  seems  particularly 
bleak.  Over  half  (59  percent)  of  high  school  graduates  are  employed  full  or  part 
time  compared  with  only  35  percent  of  those  who  drop  out  of  school.  Among  those 
who  drop  out  and  are  seeking  employment  78  percent  believe  they  lack  sufficient 
education  and  76  percent  say  they  don’t  have  the  needed  job  skills  to  compete  in 
the  labor  market. 

{Minority  Markets  Alert,  June  1 996) 

* State  appropriations  for  higher  education  for  FY  1996  were  $45  billion,  including 
$42.2  billion  from  general  funds  and  $2.9  billion  from  earmarked  funds.  This  was 
an  increase  of  3.8  percent  from  all  sources  (3.7  percent  from  state  general  funds) 
compared  to  FY  1995  expenditures.  This  was  down  from  the  comparable  4.3  per- 
cent increase  in  FY  1995  compared  to  the  prior  fiscal  year. 

{Postsecondary  Education  Opportunity,  Feb  1 996) 

* College  freshmen  dislike  the  term  “affirmative  action”  because  it  is  politically 
loaded,  but  most  of  them  still  support  special  consideration  of  race  in  college  ad- 
missions, reports  The  Higher  Education  Research  Institute  at  UCLA.  Incoming 
freshmen  (70  percent  of  the  240,082  students  responding  from  473  schools)  ap- 
prove of  some  race-based  favoritism  toward  minorities. 

{Minority  Market  Alert,  Feb  1996) 

This  tear-out  sheet  has  been  created  for  your  use  in  sales  presentations.  It  is  not  authorized  for  use  as  an  ad, 
flyer,  or  mail-out.  Point  of  contact  is  SFC  Max  Coney,  HQ  USAREC  PAE,  (502)  626-0351 . 
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From  the  Commander 


JRISS 
is  on  the 
horizon 

MG  Lenhardt 

The  Joint  Recruiting  Information  Support  System 
(JRISS),  a recruiting  tool  being  designed  by  recruiters 
for  recruiters,  is  very  real,  very  alive,  and  the  first  incre- 
ment is  in  the  field.  The  recruiters  in  the  Louisville  Com- 
pany have  the  first  JRISS  laptops  and  the  short  of  it  is, 
they  like  it!  Full  operational  capability  that  meets  our  vi- 
sion is  three  years  away,  but  incremental  fielding  of  the 
laptop,  multimedia  sales  presentation,  office  package,  e- 
mail,  and  enlistment  screening  test  began  with  a shake- 
down  fielding  in  Indianapolis  Battalion,  3d  Brigade,  in 
September  1996. 

We  have  been  waiting  for  JRISS  since  1991. 1 was  the 
Deputy  Commanding  General  in  1991  when  the  vision 
for  recruiting  in  the  year  2000  was  developed.  We  called 
it  Recruiter  2000  and  it  set  the  crosshairs  on  three  proc- 
ess reengineering  goals: 

■ Streamline  command  and  control  information  require- 
ments from  the  field  to  the  headquarters; 

■ Automate  a simplified  recruiting  process  for  all  mis- 
sions (thus  reducing  the  administrative  burden  on 
recruiters);  and 

■ Modernize  the  entire  information  infrastructure  of  the 
command  to  support  the  first  two  goals. 

We  also  saw  the  eventual  endstate  of  recruiters  in  the 
market  being  able  to  pre-qualify  an  applicant  in  the 
home  and  making  a job  reservation  contingent  upon  full 
qualification.  Additionally,  a recruiter  would  save  time  if 
we  could  interface  with  the  Defense  Investigative 
Service  for  our  police  check  information.  Many  other 
far-reaching  ideas  were  in  the  vision,  but  in  a nutshell  — 
JRISS  will  maximize  technology  for  increased  quality 
volume,  at  reduced  costs. 

The  execution  of  the  basics  of  recruiting  will  be 
greatly  enhanced  by  JRISS.  When  you  prospect  with 
JRISS,  you  carry  with  you  the  JRISS  Army  Sales  Presen- 
tation. It  is  a market-oriented  presentation  that  incorpo- 
rates over  200  high  resolution  pictures  and  videos  on 
four  CD-ROM  disks  in  an  interactive  environment.  After 
you  close  the  sale,  maybe  in  the  prospect’s  home  or  in 
the  park  on  a sunny  fall  day,  press  the  Computerized- 
Enlistment  Screening  Test  icon  and  your  new  prospect 
can  take  the  test  and  get  results  immediately.  We  are 
hearing  great  things  from  Louisville  Company  about  this 
capability.  The  leads,  processing,  guidance  counselor. 


and  DEP/DTP  sustainment  areas  are  still  under  develop- 
ment, but  based  on  this  first  increment,  we  can  expect 
great  results. 

Production  Management  Controls  (PROCON)  with 
JRISS  will  entail  less  gathering  of  numbers,  less  manual 
administrative  tasks,  and  more  leading  the  force  to  qual- 
ity volume  production.  When  recruiters  enter  data  into 
JRISS,  that’s  it  — once  and  only  once.  Reports  are  gen- 
erated automatically  when  the  leadership  and  staff  pull 
them.  Forms  and  numbers  are  generated  when  the  re- 
cruiter wants  them.  A good  example  is  conversion  data. 
As  recruiters  mature  their  leads  and  move  applicants 
through  the  system,  JRISS  will  capture  the  numbers  and 
produce  conversions  for  the  recruiter.  If  the  leadership 
wants  to  know  the  conversions,  they  use  a menu  to  ask 
for  the  report  — no  manual  roll-ups.  If  the  Advertising 
and  Public  Affairs  Office  wants  to  know  how  the  latest 
mailout  performed  — pull  the  numbers  from  JRISS. 

This  is  Just  a small  glimpse  of  the  system  — more  is  ex- 
plained in  this  issue. 

The  training  package  for  JRISS  will  be  robust,  suffi- 
cient, and  executed  at  each  level  of  the  command  by 
training  the  trainer  and  the  leadership.  I will  not  have 
training  mortgaged  to  meet  deadlines  or  save  money.  Be- 
cause our  mission  is  so  critical  to  the  success  of  Amer- 
ica’s Army  we  cannot  stand  down;  therefore,  the 
USAREC  JRISS  Office  will  work  with  field  command- 
ers to  design  training  plans  and  schedules  that  provide 
the  least  recruiting  interference.  The  3d  Brigade  will  ac- 
cept the  first  laptops  and  has  the  lead  to  design  a training 
plan  that  will  make  sense  for  the  field. 

The  Secretary  of  the  Army,  the  Chief  of  Staff,  and  the 
Vice  Chief  of  Staff  of  the  Army  have  all  expressed  great 
interest  in  the  JRISS.  The  CSA  and  VCSA  have  seen  the 
prototype  and  quickly  understood  its  impact  in  the  mar- 
ket. We  have  their  support  and  they  expect  our  complete 
commitment  to  leverage  JRISS  for  the  good  of  the  Na- 
tion’s defense,  with  the  highest  return  on  our  sizable  in- 
vestment. 

I have  appointed  the  Deputy  Commanding  General 
with  overwatch  for  JRISS  and  the  Director  of  Recruiting 
Operations  with  staff  lead.  The  Director  of  Information 
Management  provides  the  technical  expertise  to  ensure 
we  have  the  proper  technical  support  package  in  place. 
Our  USAREC  JRISS  Office  team  works  for  the  Director 
of  Recruiting  Operations,  and  they  are  responsible  for  de- 
signing, building,  and  fielding  JRISS,  while  keeping 
everyone  within  the  command  and  Army  informed. 

Finally,  JRISS  is  a recruiter’s  system,  and  as  such,  the 
Command  Sergeant  Major  has  great  say  in  whether 
JRISS  is  good  enough  for  our  recruiters.  Our  non- 
commissioned officers  must  put  to  the  test  and  give 
honest  and  constructive  feedback  to  the  USAREC  JRISS 
Office  and  the  Command  Sergeant  Major.  Budget  con- 
straints and  timelines  are  real,  but  I promise  we  will  do 
all  we  can  to  give  our  recruiting  force  a tool  they  want  to 
use.  Watch  your  horizon  — JRISS  is  rising  rapidly! 
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Lead  Generation 

by  MSG  Jean  Allen 

Army  recruiting  provide  many  opportunities  for  us  to 
cultivate  and  develop  valuable  partnerships  with  educa- 
tors, civic  leaders,  and  business  leaders  in  local  commu- 
nities. Today’s  organization  is  so  very  professional, 
commanders  are  asking  more  in  thinking,  analyzing  and 
planning  the  use  of  COIs  and  VIPs  to  ensure  maximum 
visibility  and  involvement. 

We  understand  the  acronym  VIP  to  mean  very  impor- 
tant person  and  the  acronym  COI  to  mean  center  of 
influence;  however,  let’s  break  down  each  word  that’s 
used  in  these  acronyms.  Webster’s  dictionary  defines  the 
word  very  to  mean  “ to  a high  degree,”  the  word  important 
to  mean,  “having  great  significance  and  value,”  the  word 
person  to  mean  “composit  of  characteristics  that  make  up 
an  individual  personality.”  The  definition  of  just  who 
constitutes  a very  important  person  paints  a powerful 
word  picture  of  an  individual  personality  with  a high 
degree  of  value  and  significance. 

Webster’s  dictionary  define  the  word  center  to  mean 
“directed  toward  or  centering  on  a person,  place  or  thing, 
the  word  of  to  mean  “derived  or  coming  from,  or  caused 
by.”  The  word  influence  to  mean  “power  to  sway  or  affect 
indirectly  or  intangibly  based  on  prestigue,  status,  ability 
or  wealth.”  Again  putting  the  word  picture  together  for 
the  acronym  COI,  you  have  a person  with  power  to  direct, 
sway  and  affect  based  on  their  prestigue,  ability,  status 
and  wealth,  etc. 

Now  we  have  a clear  pitcure  of  who  constitutes  a VIP 
or  COI  — anyone  ,according  to  Allen.  Technically,  COIs 
and  VIPs  are  individuals  who  can  help  develop  a better 
image  of  the  Army,  influence  individuals  to  enlist  or  refer 
names  to  Army  recruiters.  The  high  school  janitor,  bus 
driver,  or  manager  of  the  local  fast  food  restaurant  can  be 
just  as  good  a center  of  influence  as  an  educator.  In  a 
nutshell,  don’t  count  anyone  out.  Anyone  who  knows 
people  can  be  a good  COI  or  VIP. 

Telling  the  Army  story  is  the  duty  and  responsibility  of 
the  entire  Recruiting  Command.  Team  effort  is  our  key  to 
a successful  year. 

Suggested  COI  and  VIP  Lead  Generation  Ideas 

1.  Make  friends  in  your  neighborhood. 

2.  Join  community  activities. 

3.  Talk  about  the  Army  to  everyone  you  meet. 

Your  field  of  operation  is  the  community  and  your 
success  will  be  in  direct  proportion  to  the  success  of  your 
community  relations  effort.  Each  community  has  its  own 
influence  on  the  young  men  and  women  of  your  market. 
By  studying  your  community,  by  analyzing  its  charac- 


teristics, and  by  planning  a sound  program  to  fit  your 
community,  you  can  get  the  community  to  work  for  you. 
The  commitment  of  community  members  common  objec- 
tives and  common  interest  requires  a continued  two-way 
flow  of  communications  between  its  members.  Remem- 
ber when  you  were  assigned  to  an  Army  unit,  you  became 
a part  of  that  unit.  You  work  with  it,  play  with  it,  and  eat 
with  it.  Its  problems  are  your  problems.  Its  achievements 
your  achievements.  It’s  the  same  with  the  community  in 
which  you  work.  You  have  to  become  a part  of  the 
community  just  as  you  were  a part  of  your  unit.  The 
problems  of  the  community  are  important  to  you.  The 
achievements  of  the  community  should  be  your  pride. 
You  must  be  completely  identified  as  part  of  the  commu- 
nity . To  accomplish  this: 

Make  Friends:  Your  neighbor  can  be  your  friend  and  a 
valuable  aid  in  widening  your  circle  of  friends.  The  same 
is  true  of  the  businessmen  and  women  who  are  your 
neighbors  at  the  office.  The  business  community  is  the 
prime  source  for  centers  of  influence.  It’s  like  dropping  a 
stone  in  the  water  to  make  a wide  circle  of  ripples. 

Join  Community  Activities:  It  is  obvious  that  you  can’t 
join  everything;  there  just  aren’t  enough  hours  in  the 
week.  You  should  join  any  activity  to  which  you  can  give 
enough  time  to  make  you  a worthwhile  community  mem- 
ber and  which  you  can  use  to  further  your  recruiting 
efforts.  Religion  plays  an  important  part  in  the  life  of 
every  community.  Attend  the  church  of  your  choice  regu- 
larly, wearing  your  uniform.  By  attending  church,  you  can 
better  understand  the  religious  life  of  your  town.  If  you 
have  a child  in  school,  join  the  parent-teachers  associa- 
tion. This  association  will  help  to  put  you  in  touch  with 
the  educational  life  of  your  community  and  with  its  edu- 
cational leaders.  If  you  have  time  join  a civic  club.  Help 
with  cleanup  campaigns,  special  celebrations,  and  other 
community  projects.  You  will  know  best  how  to  help  out 
in  these  community  campaigns.  In  short,  demonstrate  to 
the  community  that  it  is  your  home  and  you  intend  to 
become  a part  of  it  by  participating  in  its  activities. 

Talk  About  the  Army  To  Everyone  You  Meet:  Take 
every  opportunity  to  tell  people,  individually,  about  the 
Army.  You  can  do  it  in  casual  conversations  at  restau- 
rants, in  the  bank,  in  the  post  office,  at  church,  or  wherever 
you  meet  and  talk  to  people.  For  instance,  in  the  rural 
areas,  almost  everybody  is  interested  in  the  uniform  you 
wear  and  knows  something  about  the  service  it  represents, 
and  may  ask  you  questions  about  it.  Don’t  brush  them  off 
with  short  answers.  A great  deal  of  information  about  the 
Army,  both  accurate  an  inaccurate,  gets  around  by  word 
of  mouth.  Help  spread  accurate  information. 
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News  Briefs 


JRISS  on  the  Move 


The  USAREC  JRISS  Office  (RCRO-JRISS)  is  located  in  the  Joint  Re- 
cruiting Information  Support  System  (JRISS)  Project  Management  Office, 
Building  6580,  Fort  Knox,  KY  40121.  The  Recruiter  Journal  will  contain 
the  “JRISS  on  the  Move”  section  to  pass  monthly  progress  reports  to  the 
field.  Please  feel  free  to  contact  us  to  share  your  thoughts  on  JRISS. 


MAJ  Gary  A.  Minadeo 
MAJ  Dave  Poczynek 
MSG  Kim  Trammell 
MSG  Dianna  Cox 
MSG  Vicky  Sorenson 
SFC  Ruben  Moore 
SFC  Diane  Bibbins 
SFC  Gary  Kohnstamm 


(502) 

626-1512 

cc:Mail 

(502) 

626-1121 

cc:Mail 

(502) 

626-1128 

cc:Mail 

(502) 

626-0766 

cc:Mail 

(502) 

626-1138 

cc:Mail 

(502) 

626-0765 

cc:Mail 

(502) 

626-0765 

cc:Mail 

(502) 

626-1524 

cc:Mail 

Minadeo,  Gary 
Poczynek,  David 
Trammell,  Kim 
Cox,  Dianna 
Sorenson,  Victoria 
Moore,  Ruben 
Bibbins,  Diane 
Kohnstamm,  Gary 


Discharge  up- 
grades authorized 

As  part  of  the 
settlement  agree- 
ment in  a DOD 
case,  all  DOD  re- 
cruiters are  re- 
quired to  read  the  following  un- 
signed memorandum  and  keep  it 
on  file  for  newly  arrived  recruiters 
to  read.  If  you  have  any  ques- 
tions,contact  the  HQ  USAREC 
Staff  Judge  Advocate  Office  at 
DSN  536-0547  or  commercial 
(502)  626-0547. 

Department  of  Defense  Discharge 
Review  Project  Office 
Office  of  the  Naval  Judge  Advo- 
cate General 
200  Stovall  Street 
Alexandria  VA  22332-2400 

Date:  31  August  96 

To:  Military  Service  Recruiters 

The  Department  of  Defense 
(DOD)  is  trying  to  identify  former 
service  members  who  received  a 
less  than  fully  honorable  adminis- 
trative discharge  from  the  inactive 
reserve.  Pursuant  to  a class  action 


lawsuit  and  subsequent  settlement 
agreement,  discharge  upgrades 
may  now  be  provided  to  all  former 
service  members  who  received: 

a.  a less  than  fully  honorable  ad- 
ministrative discharge  (such  as 
“general,”  “undesirable,”  or  “un- 
der honorable  conditions”); 

b.  while  in  the  inactive  reserves; 

c.  after  19  April  1971,  (or  such  a 
discharge  was  reviewed  by  a Dis- 
charge Review  Board  (DRAB) 
or  Board  for  the  Correction  of 
Military  Records  (BCMR)  after 
that  date);  and 

d.  that  discharge  has  not  already 
been  upgraded  to  fully  honor- 
able. 

Other  than  fully  honorable  ad- 
ministrative discharges  were  some- 
times awarded  for  civilian 
misconduct  which  was  not  service 
related  or  impairing.  The  class  ac- 
tion lawsuit  was  instituted  to  cor- 
rect this  situation. 

Specifically,  the  DoD  requests 
your  assistance  in  helping  to  iden- 
tify the  individuals  who  may  be  af- 
fected by  the  settlement  agreement 
and  either  provide  information  to 
the  National  Veterans  Legal  Serv- 
ices Program  (NVLSP)  on  their  be- 
half so  that  the  individual  may  be 


contacted  or  have  the  individual 
contact  the  NVLSP.  Their  address 
is: 

National  Veterans  Legal  Services 
Program 
P.O.  Box  53445 
Washington,  DC  20009 

The  NVLSP  is  a private,  non- 
profit veterans  service  organiza- 
tion associated  with  the  attorneys 
who  brought  the  class  action  law- 
suit. Any  correspondence  with 
them  will  be  treated  as  confiden- 
tial. The  NVLSP  will  then  provide 
additional  information  and  provide 
assistance  in  determining  the  for- 
mer service  member’s  eligibility 
for  a discharge  upgrade  as  a mem- 
ber of  the  class. 

I appreciate  your  time  and  assis- 
tance in  helping  out  a veteran.  As 
you  know,  the  character  of  a mili- 
tary discharge  can  have  far-reach- 
ing effects  on  an  individual. 

J.K.  Henebery 
CAPT,  JAGC,  USN 
M.J.  O’Neill 
CDR  USNR 

General  Litigation  Project  Man- 
ager 


. . . World  War  I came  to  an  end.  Six 
hours  earlier,  an  armisdce  had  been 
signed. 

For  many  years,  this  event  was 
commemorated  during  Armistice  Da\', 
a national  holidat'.  Armistice  Day  has 
evolved  into  Veterans  Day,  also 
celebrated  on  Nov.  1 1,  which  honors 
those  who  have  served  America  in  all 
wars. 

V / 
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Cinema  Vans 

RSM  29  Oct,  - 25  Nov,  96 

29  Oct  - 8 Nov,  Cleveland 
12-25  Nov,  Columbus 

1- 15  Nov,  New  York 

29  Oct-25  Nov,  Baltimore 
4-15  Nov,  Cleveland 
19-25  Nov,  Chicago 
29-15  Nov,  Raleigh 
19-21  Nov,  Nashville 
4-15  Nov,  Los  Angeles 
4-8  Nov,  Dallas 

25  Nov,  San  Antonio 
29-25  Nov,  Miami 
26-27  Nov,  Columbus 

RSM  26  Nov,  - 30  Dec,  96 
3-13  Dec,  Indianapolis 

26  Nov-13  Dec,  Baltimore 
26  Nov-6  Dec,  Chicago 
9-13  Dec,  Indianapolis 
26  Nov-1 3 Dec,  Atlanta 

26  Nov-13  Dec,  S.  California 
26  Nov  -5  Dec,  San  Antonio 
9-13  Dec,  New  Orleans 
26  Nov,  Miami 

2- 13  Dec,  Tampa 

Cinema  Pods 

RSM  29  Oct,  - 25  Nov,  96 
29  Oct  - 8 Nov,  Columbus 
12-25  Nov,  Indianapolis 
29  Oct  - 13  Nov,  Phoenix 
18-25  Nov,  Los  Angeles 
29  Oct -15  Nov,  Albany 


19-25  Nov,  Syracuse 
29  Oct-8  Nov,  Montgomery 
12-25  Nov,  Jackson 
29  Oct-8  Nov,  Kansas  City 
12-25  Nov,  Des  Moines 
29  Oct  - 1 5 Nov,  Beckley 

1 9- 25  Nov,  Harrisburg 
29-1 5 Nov,  New  Orleans 

20- 25  Nov,  St.  Louis 
29-30  Oct,  Seattle 
4-25  Nov,  Portland 

RSM  26  Nov,  - 30  Dec,  96 

2- 13  Dec,  Chicago 

26  Nov-13  Dec,  Los  Angeles 
26  Nov-13  Dec,  Syracuse 
26  Nov-5  Dec,  Jackson 

9- 13  Dec,  Nashville 
26  Nov,  Des  Moines 

3- 13  Dec,  Dallas 
26NOV-13  Dec,  Harrisburg 
26  Nov-13  Dec,  St.  Louis 
26  Nov,  Portland 

3-13  Dec,  Des  Moines 

Army  Adventure  Van 

RSM  26  Nov,  - 30  Dec,  96 

29  Dec,  Columbus 
2-6  Dec,  Harrisburg 

10- 13  Dec,  Philadelphia 


Military  Famines 
Appreciation 
Week 

A message  from  the  Secretary  of 
Defense: 

I am  designating  the  week  of  No- 
vember 24,  as  “Military  Families 
Appreciation  Week”  within  the  De- 
partment of  Defense.  As  we  cele- 
brate this  week  of  Thanksgiving, 
we  can  also  take  time  to  be  grate- 
ful for  the  legions  of  military  fami- 
lies who  give  so  much  to  the 
military  and  to  the  country. 

Active  duty  and  reserve  compo- 
nent military  families  are  signifi- 
cant members  of  the  Department 
of  Defense  team.  They  include 
spouses,  children,  parents  and 
other  family  members  of  our  mar- 
ried and  single  service  members. 
They  contribute  to  overall  morale 
and  substantially  enhance  the  well- 
being of  the  force.  This  past  year, 
military  families  all  over  the  world 
have  sacrificed  along  with  their 
military  member  for  the  sake  of 
world  peace. 

I encourage  you  to  plan  special 
events  honoring  our  military  fam- 
lies  during  “Military  Families  Ap- 
preciation Week.”  Join  me  in 
saluting  these  very  special  people. 
William  Perry 
Secretary  of  Defense 

Thanksgiving  is 
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Lead  generation  and 

— A lost  art? 


by  SFC  Roy  F.  Luttrell, 

Recruiting  Operations,  Training  Division 

generation  and  prospecting  is  a phase  of  salesman- 
ship that  for  most  recruiters  is  frustrating  and  tiresome. 
However,  this  phase  of  salesmanship  offers  a great  deal 
of  fun  if  done  with  the  right  attitude.  Lead  generation  is 
not  as  some  salesmen  believe.  It  is  not  prospecting  from 
a list  that  already  exists.  It  is  the  art  of  generating  “new” 
leads  — a name  with  a phone  number  and/or  an  address. 

Prospecting,  on  the  other  hand,  means  many 
things,  but  it  can  be  defined  in  two  words,  building 
friendship!  The  objective  of  this  article  is  to  find  what 
may  have  been  lost  or  forgotten  by  our  seasoned  field 
force,  the  art  of  lead  generation  and  prospecting. 

There  are  many  ideas  on  how  and  where  to  gener- 
ate leads  and  to  prospect.  It  is  also  a known  fact  that 
what  works  for  you  and  your  area  may  not  work  in 
another  area.  It  is  up  to  you,  with  the  help  of  your  sta- 
tion commander,  to  analyze  your  zone  in  order  to  in- 
crease productivity  and  usefulness.  The  more  sources 
you  have  for  prospects,  the  more  chances  you  have  for 
making  and  conducting  appointments  and  ultimately 
more  enlistments. 

Let’s  look  at  some  new  “old”  ways  of  generating 
leads  and  prospecting. 

Community  involvement 

Community  involvement  will  do  many  things  to  in- 
crease your  productivity.  It  will  help  you  to  gain  ac- 
ceptance in  that  community,  as  well  as  afford  you  the 
opportunity  to  “rub  elbows”  with  the  very  people  who 
make  the  decisions  that  affect  your  market.  Getting 
involved  in  your  community  is  not  as  difficult  as  it 
may  sound. 

Many  local  civic  organizations  continuously  seek 
new  members.  These  organizations  have  members 
from  all  facets  of  local  business,  such  as  doctors,  law- 
yers, architects,  business  owners,  utility  company 
leaders,  and  school  officials,  just  to  name  a few.  The 
Chamber  of  Commerce  possibly  has  the  most  diverse 
membership  of  any  organization. 

The  Chamber  of  Commerce  is  the  very  soul  of  most 
towns  and  municipalities.  The  Chamber  is  a central 


source  of  viable  information  about  your  community. 
They  are  a nonprofit  organization  dedicated  to  promo- 
tion of  business  interests  and  keeping  the  community 
thriving  economically.  They  maintain  up  to  date  re- 
cords of  population,  utility  companies,  school  sys- 
tems, businesses,  infrastructure  information,  and  a 
vision  for  the  future  of  the  community.  Your  involve- 
ment will  get  you  known  in  your  community  and  in- 
crease your  centers  of  influence  and  very  important 
persons  (COIs/VIPs). 

Inevitably  you  will  be  asked  to  talk  during  a 
weekly  Chamber  luncheon  or  dinner.  By  being  pre- 
pared and  doing  the  presentation  well,  you  will  be  re- 
ferred to  other  organizations  as  a guest  speaker  for 
their  weekly  or  monthly  meeting.  It  may  seem  to  you 
a waste  of  your  valuable  time,  but  you  will  see  the  re- 
sults of  your  efforts  in  the  near  future.  The  people 
you  are  talking  to  are  not  only  the  community  leaders 
and  contacts,  but  they  are  also  the  dads,  moms, 
aunts,  uncles,  and  grandparents  of  your  prospects. 

School  involvement 

Getting  involved  in  your  schools  is  of  the  utmost 
importance.  You  must  gain  acceptance  in  your 
schools  in  order  to  be  productive.  There  are  many 
ways  in  which  to  accomplish  this.  Most  importantly, 
don’t  go  into  your  schools  with  your  hands  out,  al- 
ways asking  for  something.  Offer  your  assistance  to 
the  guidance  counselors,  teachers,  coaches,  and 
booster  clubs.  Show  them  that  you  have  a genuine 
concern  for  their  school  and  students.  Once  you  have 
proven  yourself,  you  will  see  the  doors  begin  to  open 
for  you.  You  will  notice  that  faculty,  administration, 
and  coaches  will  be  calling  on  you  for  help. 

Some  of  you  are  good  with  the  industrial  arts  side 
of  the  house,  like  auto  shop,  wood  working,  and  ma- 
chine shop,  while  others  you  may  be  more  comfort- 
able with  the  athletic  or  language  departments.  Find 
out  what  your  comfort  zone  is  and  attack  it.  Once  you 
have  broken  the  ice  in  your  comfort  zone,  it’s  now 
time  to  widen  your  zone.  Get  confident  with  what  you 
are  comfortable  with  and  broaden  yourself  quickly. 
Done  properly,  you  will  quickly  gain  acceptance  with 
the  faculty  and  the  students. 
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prospecting 


Area  canvassing  and  face-to-face 
prospecting 

Area  canvassing  is  the  art  of  covering  your  area 
with  the  intent  of  advertising  yourself  as  the  Army  re- 
cruiter and  telling  the  Army  story.  This  is  done  in  sev- 
eral ways  and  for  most  people  is  easier  when  done  in 
pairs.  It’s  only  natural  that  a person  has  more  self- 
confidence  when  with  a comrade. 

Consider  dividing  your  area  of  responsibility  into  a 
grid  system.  Design  grids  by  Zip  codes,  city  blocks, 
county  hnes,  or  areas  that  can  be  covered  in  approxi- 
mately four  hours.  You  should  be  in  each  grid  every 
week  or  two  depending  on  the  size  of  your  area. 

While  in  your  area,  stop  by  convenience  stores,  gas 
stations,  arcades,  newspaper  offices.  Chamber  of  Com- 
merce offices,  schools,  human  resource  folks,  and  any- 
where you  may  find  someone  to  talk  to  and  build  a 
professional  relationship  with. 

Ask  the  store  owners  about  their  business  and  how 
they  hire  people.  Ask  them  what  they  do  with  the  ap- 
plications of  the  people  they  can’t  hire  (be  careful  of 
privacy  issues). 

Do  they  have  a storefront  or  countertop  where  you 
can  place  a poster,  RPI  rack  or  stack  of  business 
cards?  Ask  permission  and  when  they  allow  you  to 
place  a publicity  item  in  their  business,  ensure  that 
you  stop  by  weekly  or  so  to  check  on  it  and  replace  it 
with  another  variety  of  RPI.  As  you  follow  up  with 
these  people,  let  them  know  how  important  this  is  to 
you  and  how  well  it’s  working.  Meike  them  feel  that 
their  contribution  is  worth  while. 

Fast  food  restaurants  are  a great  place  for  lead  gen- 
eration. Try  getting  in  line  behind  some  prospective 
recruits  and  offer  to  pay  for  their  meal  (teenagers 
don’t  normally  refuse  free  food). 

Now  when  it’s  time  for  you  to  sit  down,  go  sit  with 
them.  The  ice  has  already  been  broken.  Additionally, 
you  will  probably  make  an  impact  on  the  kid  running 
the  cash  register. 

As  you  tip  the  waiter  or  waitress,  bagger  or  car 
wash  attendant,  write  a short  ‘Thank  you  for  the 
great  service”  on  the  back  of  your  card  and  give  it  to 
them.  People  like  to  be  appreciated. 

Have  you  ever  seen  how  teenagers  love  to  shop  for 


the  expensive  tennis  shoes?  How  about  the  sport 
shirts  and  workout  suits?  Try  prospecting  in  these  ar- 
eas of  the  mall.  Ever  gone  into  an  arcade  and  put 
your  business  card  on  the  machines  with  a token  on 
it?  Which  kid  is  going  to  get  the  free  game?  It  could 
be  your  next  contract! 

Have  you  ever  volunteered  to  work  the  school  bas- 
ketball or  football  game  concession  stand?  Most  of 
these  events  sell  bags  of  popcorn,  why  not  be  the  pop 
com  “colonel”  and  place  your  business  card  in  each 
bag  of  popcorn? 

Have  you  ever  helped  the  booster  club  by  helping 
to  sell  the  sports  program  at  the  baU  game?  You  can 
do  this  and  put  your  card  in  each  one  you  sell.  This 
way  you  hit  a variety  of  markets:  parents,  students, 
faculty,  brothers  and  sisters.  There  are  many  things 
you  can  do  to  market  yourself  and  these  are  just  a 
few.  You  will  be  surprised  at  the  people  you  will  meet 
and  the  fun  you  will  have  doing  it. 

Two  types  of  prospecting 

The  two  t5TJes  of  prospecting  are  telephone  and 
face-to-face.  Either  way  you  choose,  have  fun  with  it. 
Talk  with  the  prospects  as  though  you  have  known 
them  for  years.  This  takes  a lot  of  self-confidence  and 
stamina.  Just  loosen  up  and  have  some  fun. 

There  is  no  need  to  get  frustrated  with  the  rejec- 
tion. This  is  part  of  our  profession.  You  have  a lot  to 
offer  them.  Whether  they  want  what  you  offer  is  a dif- 
ferent story.  But  you  must  first  believe  in  yourself 
and  in  your  product.  You  must  sound  excited  and  ener- 
getic as  you  talk  with  these  prospects.  They  can  see 
through  the  telephone.  By  your  tone,  voice  inflection, 
and  enthusiasm  they  will  form  an  opinion  about  you. 
We  need  to  make  this  a positive  opinion. 

Remember,  the  only  thing  we  are  trying  to  accom- 
plish when  prospecting  is  gaining  an  appointment. 

We  are  not  asking  them  for  the  commitment  to  join 
the  Army.  All  we  are  really  asking  for  is  the  opportu- 
nity to  sit  down  with  them  so  we  can  give  them  some 
valuable  information  about  this  great  Army.  It’s  not 
until  we  conduct  the  appointment  that  we  attempt  to 
sell  them  on  the  Army. 

There  are  many  other  ideas  and  ways  of  generat- 
ing leads  and  prospecting.  Use  the  experience  of  your 
station  commander,  other  seasoned  recruiters,  your 
trainers,  and  leaders  to  broaden  your  skills. 

US  Army  Special  Text  12-163  (Oct  76)  may  be  an 
old  booklet;  however,  it  is  a good  tool  for  getting  back 
to  the  basics  of  lead  generation  and  prospecting  as 
well  as  all  areas  of  the  sales  cycle.  Contact  your  lead- 
ership teams  for  a copy  of  this  Special  Text  booklet. 

Good  luck  and  good  recruiting. 
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The  Joint  Recraiting  Information  Snnoort  Systen 


by  MAJ  Gary  Mlnadeo.  JRiSSTeam  Leader 


History 


The  Recruiting  Command  developed 
the  Recruiting  2000  vision  and  plan  in 
1991.  The  Department  of  Defense  Cor- 
porate Information  Management  Re- 
view in  1992  and  1993  stopped  Army 
development  momentum  to  participate 
in  a joint  review.  In  May  1994,  an 
Army  Major  Automation  Information 
System  Review  Council  (MAISRC)  des- 
ignated USAREC’s  Recruiting  2000 
plan  as  a major  Army  system.  In  Au- 
gust 1994,  Recruiting  2000  (now  the 
Joint  Recruiting  Information  Support 
System)  received  a Department  of  De- 
fense MAISRC  Milestone  0 approval. 
The  Army  Program  Executive  Agent 
for  Standard  Management  Information 
Systems  (PEO  STAMIS)  was  desig- 
nated as  the  lead  agency  with  the  joint 
project  management  office  located  at 
Fort  Knox  and  USAREC  as  the  host 
agent. 

The  need 

The  Joint  Recruiting  Information 
Support  System  will  replace 
USAREC’s  automation  architecture,  en- 
hance command  and  control,  and  finally 
automate  the  recruiters’  sales,  packet 
producing,  and  management  functions. 
The  Recruiting  Command  has  three  leg- 
acy systems  that  are  13  years  old  and 
need  to  be  modernized  into  one  system. 
Key  for  the  Army  is  JRISS  on  laptops 
that  will  provide  the  mobility  to  take  the 
Army  story  into  the  living  rooms  of 
prospects  and  their  centers  of  influence. 
It  will  produce  the  applicant’s  accession 
packet  and  begin  the  initial  personnel 
data  record,  thereby  putting  JRISS  on 
the  critical  path  of  the  Army  and  Depart- 
ment of  Defense  total  personnel  system. 


Success  depends  upon  the  12  recruiting 
service  components’  ability  to  develop 
a joint  data  base  for  the  joint  recruiting 
community  that  will  satisfy  the  Army 
and  Department  of  Defense  personnel 
system. 

Benefits 

Some  of  the  JRISS  benefits  are  re- 
duced applicant  processing  time,  error 
reduction,  improved  mobile  sales  pres- 
entation, a fortified  high  tech  Army 
image,  increased  market  presence  and 
influence.  Maintenance  costs  are  re- 
duced by  leveraging  new  design  tech- 
nology and  developing  the  joint 
accessioning  data  base. 

JRISS 

The  future  system  will  use  distrib- 
uted computing,  as  opposed  the  current 
centralized  mainframe  fixed  base  re- 
cruiting that  relies  on  manual  applicant 
processing.  Today,  if  applicants  or  their 
influencers,  like  parents  and  significant 
others,  do  not  go  the  recruiting  station, 
they  do  not  see  the  Army  multimedia 
story.  With  JRISS,  the  Army  story, 
along  with  all  recruiting  tools,  will  be 
on  a laptop,  thus  allowing  point  of  sale 
processing.  Recruiters  will  only  enter 
applicant  data  once  and  it  will  automat- 
ically go  on  the  needed  forms.  With  the 
entire  modernization  of  the  automation 
infrastructure,  staff  information  require- 
ments will  be  readily  available  without 
having  to  interrupt  the  recruiting  force 
for  numbers. 

Program  status 

The  JRISS  Project  Management  Of- 
fice was  opened  in  July  1995  and  began 
development  work  in  November  1995 
when  all  subject  matter  experts  and  con- 
tractors were  on  board.  The  next  Depart- 
ment of  Defense  milestone  decision  for 
full  development  is  in  the  spring  of 
1997.  Currently,  there  is  a prototype 
Manage  Leads  Module  that  has  been 
previewed  to  the  services  with  wide  ac- 
ceptance. The  Project  Manager  has  re- 
quested an  early  deployment  in  FY  97 
of  Army  MEPS  servers  to  replace  the 
aging  ARADS  terminals  and  one  bri- 
gade of  laptops  with  the  sales  presenta- 


tion, an  office  package,  applicant  screen- 
ing tool,  and  electronic  mail.  The  Re- 
cruiting Command  has  asked  the 
Project  Manager  to  plan  the  incremental 
fielding  of  the  remaining  four  recruiting 
brigades  in  Fiscal  Years  98  and  99. 

Development  Strategy 

The  key  to  JRISS  success  is  the  joint 
data  base,  the  critical  element,  and  hard- 
ware, software  and  communications  sav- 
ings from  a joint  approach.  All 
recruiting  functions  have  been  divided 
into  recruiter,  guidance  counselor,  and 
organizational  (staff)  development 
areas.  Each  area  is  pursuing  a parallel 
development  process  to  expedite  the 
project. 

Holding 

Laptops  for  the  Kentucky  ARNG  and 
USAREC  Louisville  Company  have 
been  fielded  as  a JRISS  Proof  of  Con- 
cept. Over  the  next  three  years  it  is 
planned  to  field  16,000  additional  sys- 
tems to  over  3,700  sites.  As  JRISS  ap- 
plication modules  are  incrementally 
developed,  the  modules  will  be  trained 
and  fielded  to  the  already  deployed  lap- 
top and  architecture  systems.  In  FY  97, 
recruiting  stations  can  expect  to  receive 
the  JRISS  Army  sales  presentation  for 
the  desktops  thus  finally  replacing  the 
JOIN.  We  already  mentioned  the  re- 
placement of  the  Guidance  Counselor 
systems.  Pending  approval  from  the  De- 
partment of  Defense,  the  3d  Brigade 
will  receive  the  first  increment  of  lap- 
tops. In  FY  98,  we  expect  to  field  lap- 
tops in  the  5th  and  6th  Brigades.  In  FY 
99,  the  laptop  fielding  is  completed  to 
the  1st  and  2d  Brigades.  As  JRISS  appli- 
cation modules  are  ready,  we  will  train 
and  field  to  the  brigades. 

Recruiters  are  actively  involved 
throughout  the  command,  giving  us  in- 
put on  what  should  work  well  in  the 
field.  We  have  much  to  do,  but  based 
on  the  initial  positive  feedback  from  the 
Kentucky  Army  National  Guard  and  the 
Louisville  Company,  we  believe  we  are 
on  the  right  track  and  motivated  to  press 
on  to  the  mark  — building  a system  that 
recruiters  will  want  to  use! 
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leads,  leads,  and 

more  leads — the  JRISS  way 


At  right,  SFC  Diane  Bibbins,  USAREC  JRiSS  trainer,  demonstrates  some  of  the 
new  system’s  dynamic  capabiiities  to  Army  Chief  of  Staff  GEN  Dennis  Reimer. 


by  MSG  Mm  Trammell,  USAREC  JRISS 
Recruiter  Functions  SME 

cc:Mail  - Trammell,  Kim 

Imagine  sitting  at  home  on  a cold 
and  rainy  day.  Your  station  com- 
mander approved  your  request  to 
stay  at  home  and  do  some  tele- 
phone prospecting,  then  take  some 
time  with  the  family.  Your  recruit- 
ing tools  (LRLs,  200  card  box, 
school  folder,  etc.)  will  all  be  on 
the  laptop.  In  gym  shorts.  Army 
shirt,  a hot  cup  of  coffee  next  to 
you,  and  in  your  favorite  chair, 
you  call  into  the  system  to  find  20 
new  leads  came  to  you  overnight. 

You  call  up  your  predetermined 
GRAD  list  from  the  data  base,  set  the 
order  of  calling,  and  click  for  the  lap- 
top to  start  dialing.  A few  busy  sig- 
nals, no  pick-ups,  and  then  a contact 
— you  come  on  the  line  and  go  into 
your  introduction.  You  talk  to  the 
prospect  and  reference  the  ASVAB 
that  was  taken  a few  months  ago 
(which  was  electronically  sent  to 
you).  After  some  fact  finding  and 
open-ended  questions  you  are  able  to 
determine  that  this  individual  really 
wants  to  go  to  college,  but  has  no  way 
of  paying  for  it.  You  then  set  an  ap- 
pointment with  this  individual  using 
your  laptop  personal  information  man- 
ager (PIM)  electronic  calendar,  obtain 
and  log  some  personal  information, 
then  say  good-bye. 

What  next?  Sip  of  coffee,  say  hi  to 
your  kindergartner  who  just  came 
home,  check  your  cc:Mail  to  see  if 
any  prospects  contacted  you,  or  there 
may  be  a note  from  the  CLT  congratu- 
lating you  on  your  four  GA  contracts 
last  month,  and  then  back  to  having 


the  laptop  continue  calling  the  list. 
Sound  good?  Read  on. 

JRISS 

I just  explained  a small  part  of  the 
Joint  Recruiting  Information  Support 
System  automated  recruiting.  JRISS 
will  automate  the  recruiting  process 
from  leads  and  prospecting,  to  the 
conducting  of  the  interview,  complet- 
ing the  packet,  sending  the  projection, 
writing  the  contract,  and  tracking  the 
DEP/DTP.  Currently,  the  ASVAB 
test  predictor,  a multimedia  sales  pres- 
entation, cc:Mail,  and  the  Microsoft 
Office  package  is  being  experimented 
with  in  the  JRISS  Army  Proof  of  Con- 
cept (see  “Investing  in  the  Future”  in 
this  issue).  This  article  explains  the 
PI  development  of  the  Enlisted  Mis- 
sion Recruiter  Functions,  which  con- 


tains the  Manage  Leads  Module  that 
is  currently  in  prototype  form,  and  the 
Processing  Module  that  is  in  initial  de- 
sign and  will  be  covered  in  a future  ar- 
ticle. While  the  Manage  Leads 
Module  capabilities  explained  here  ap- 
ply to  all  missions  in  general.  Special 
Missions  and  AMEDD  have  a few  dif- 
ferences. 

JRISS  Prolect  Management  Office 

The  JRISS  Project  Management 
Office  (PMO)  at  Fort  Knox,  Ky.,  is 
the  site  of  the  concentrated  efforts  of 
representatives  from  each  service, 
who  will  determine  commonalities 
between  each  service’s  recruiting 
practices  and  build  JRISS  with  the 
contractor.  The  JRISS  Project  Man- 
agement Office  is  made  up  of  func- 
tional and  technical  staff  members. 

The  functionals  are  the  military 
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SGT  William  Marcum,  LaGrange  (Ky.)  Recruiting  Station,  displays  Army 
options  and  opportunities  to  applicants  on  his  new  JRISS  laptop. 


recruiters,  station  commanders,  guid- 
ance counselors,  and  operations  per- 
sonnel who  are  the  experts  for  their 
respective  services.  The  technicals  are 
the  programmers  and  systems  devel- 
opers. The  functional’s  job  is  to  pro- 
vide the  technicals  with  the  data 
elements  and  business  practices  for 
their  respective  service.  The  techni- 
cals use  the  data  and  business  prac- 
tices to  develop  screen  views.  The 
PMO  is  committed  to  building  a sys- 
tem that  will  improve  the  effective- 
ness and  efficiency  of  the  services’ 
recruiters. 

The  functional  team  works  closely 
with  the  contractors.  The  program- 
mers and  technicals  turn  the  func- 
tional requirements  into  a user- 
friendly,  graphical  user  interface 
(GUI)  environment  and  software  ap- 
plications that  capture  the  recruiting 
business  process.  Each  of  the  serv- 
ices’ functional  representatives  work 
in  joint  application  design  sessions  on 
a daily  basis  to  discuss  the  way  their 
service  does  business.  Recruiting  prac- 
tices vary  greatly  across  services,  re- 
quiring the  JRISS  system  to 
sometimes  have  service-specific 
screens.  Of  all  the  services,  the  Army 
and  Marine  Corps  come  closest  to 
having  common  recruiting  practices 
for  the  enlisted  mission,  the  main  dif- 
ference being  in  some  of  the  terminol- 
ogy used  by  the  two  services. 

Manage  Leads  Module  prototype 

The  PMO  is  currently  working  on 
the  Manage  Leads  Module  prototype. 
What  does  this  mean  to  the  recruiter? 
Field  recruiters  will  be  armed  with  a 
state-of-the-art  laptop  computer  pro- 
viding them  an  array  of  tools  to 
“reach  the  objective,”  quality  volume! 
The  development  objectives  are: 

■ One-time  data  entry. 

• A paperless  leads  management 
and  tracking  system. 

■ Leads  processed  daily  to  the 
field. 

■ Greatly  enhanced  management 
capability. 


■ A personal  information  man- 
ager. 

■ A front  end  to  the  Processing 
Module. 

• All  lead  sources  have  one  en- 
trance into  JRISS. 

One-time  data  entry 

Recruiters  will  only  enter  the  appli- 
cant’s name  and  personal  information 
once  during  the  entire  “contact  to  con- 
tract” cycle.  One-time  data  entry  will 
eliminate: 

■ repetitious  entries. 

m repetitious  errors. 

■ wasted  time. 

Paperless 

The  paperless  administrative  envi- 
ronment will  allow  the  recruiter  and 
station  commander  to  enter  lead,  pros- 
pecting, and  processing  tracking  infor- 
mation as  the  actions  are  planned  and 
completed.  Instead  of  having  to  manu- 
ally place  information  on  paper,  the 
data  can  be  pulled  into  report  formats 
by  the  level  of  command  that  needs  to 
know,  cutting  down  on  the  time  the  re- 
cruiter or  station  commander  spends 
collecting  and  documenting  informa- 
tion. The  data  follows  you  through 
the  recruiting  process  on  each  screen 
as  you  need  the  information.  Initially, 
forms  will  still  need  to  be  submitted 
to  MBPS,  but  all  you  do  is  request  the 
form  to  be  printed  and  JRISS  prints  it 
for  you.  This  one  benefit  should 


greatly  reduce  administrative  time 
and  quality  control  problems. 

Automated  Leads  Distribution 

Leads  will  be  downloaded  to  the 
individual  recruiter  based  upon  distri- 
bution parameters  established  by  his 
station  commander,  and  higher  head- 
quarters. JRISS  will  allow  any  lead 
source  that  is  associated  with  a cur- 
rent system  to  send  a lead  electroni- 
cally to  the  recruiter  that  is  assigned 
to  a recruiting  station  by  the  Zip 
Codes  that  are  assigned  to  the  re- 
cruiter. Leads  from  Armed  Services 
Vocational  Aptitude  Battery  (AS- 
VAB)  test.  Defense  Manpower  Data 
Center,  Joint  Recruiting  Advertising 
Program,  Army  Personnel  Center,  In- 
dividual Ready  Reserve,  the  new  Va- 
cancy Potential  Transcript,  Technical 
Warrant  Officer  Transcript,  as  well  as 
direct  mail  leads  and  leads  from  the 
1-800  system  will  automatically  be 
sent  to  the  recruiter  electronically  — 
no  paper  or  cards. 

PIM  software 

An  electronic  calendar  will  be  em- 
bedded in  the  system  so  that  anytime 
during  the  recruiting  process  you  can 
call  up  your  calendar.  The  calendar 
and  the  JRISS  screens  will  be  con- 
nected; when  you  enter  an  activity  in 
either  location  it  is  automatically  en- 
tered in  the  other  location  to  reduce 
keystroke  time.  For  example,  you  set 
an  appointment  and  type  it  into  the 
PIM;  that  date  is  automatically  sent  to 
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the  appropriate  location  in  the  Manage 
Leads  Module.  While  it  is  not  expected  that 
the  PIM  will  replace  the  paper  calendars,  it 
will  greatly  enhance  time  management 
throughout  the  chain  of  command.  Com- 
manders will  be  able  to  deconflict  activities 
by  looking  at  subordinates’  calendars  elec- 
tronically and  deciding  good  dates  for  train- 
ing, meetings,  and  other  activities. 

Using  Lists 

Using  a series  of  screens  or  “Tabs,”  the 
recruiter  can  find  the  lead,  blueprint  the 
lead,  call  the  lead,  pre-qualify  the  lead, 
make  an  appointment,  give  the  lead  a dispo- 
sition, send  the  lead  to  the  station  com- 
mander or  team  leader  for  disposition 
approval,  and  send  the  disposition  back  to 
the  “top  of  the  system”  just  by  clicking  the 
mouse  and  making  a few  entries.  If  the  re- 
cruiter makes  an  appointment  with  the  new 
prospect,  there  may  be  an  electronic  plan- 
ning guide  or  PIM  screen  that  will  give  the 
recruiter  a quick  look  at  his  or  her  daily  or 
weekly  plan,  to  be  able  to  give  the  prospect 
a choice  of  the  best  time  to  meet  for  an  ap- 
pointment. Once  the  time  and  day  have 
been  selected,  the  prospect’s  name  would 
automatically  be  placed  on  the  PIM.  Re- 
member, this  is  all  one-time  data  entry. 
When  the  name  and  address  came  into  the 
recruiter’s  system,  it  never  has  to  be  entered 
again.  As  the  recruiter  enters  information 
during  the  phone  call,  it  never  has  to  be  en- 
tered again. 

Leads  Management  Enhancement 

Lead  refinement  lists  (LRLs)  will  now  be 
located  in  the  hard  drive  of  the  recruiter’s 
laptop.  Auto  dial  features  will  allow  the  re- 
cruiter to  call  potential  prospects  from  a list 
the  recruiter  creates,  edits,  and  modifies 
based  upon  his  prospecting  plan  and  mis- 
sion. The  system  will  automatically  gener- 
ate reports  from  the  recruiter’s  laptop  to  the 
station  commander  as  to  the  work  efforts 
and  results  associated  with  the  Production 
Management  System  (PMS),  thus  eliminat- 
ing today’s  manual  or  spreadsheet  counting 
of  the  number  of  attempts,  contacts,  and  ap- 
pointments. 

I have  brushed  the  surface  of  what  we  are 
doing  in  the  PI  development,  but  I am  sure 
you  agree  that  the  recruiter’s  day  is  going  to 
change  drastically  when  the  Manage  Leads 
Module  is  fielded. 


Investing  in 
the  future 

— JRISS  lantops  in  the 
louisville  Company 


by  MSG  Dianna  Cox,  USAREC  JRISS  Master  Trainer 

cc:Mail  - Cox,  Dianna 

Imagine  investing  a large  sum  of  money.  Your  big  question  to  answer 
would  be,  “What  will  be  my  return  on  this  investment?”  and  your  an- 
swer is,  “None  if  I never  invest!”  So  you  take  action,  and  the  safe  bet  is 
to  invest  a small  amount  first  to  test  the  market.  That  is  exactly  what  the 
Joint  Recruiting  Information  Support  System  and  the  United  States 
Army  Recruiting  Command  has  done  in  the  JRISS  Army  Proof  of  Con- 
cept (POC)  of  the  JRISS  laptop  in  the  Louisville  Recruiting  Company 
and  the  Kentucky  Army  National  Guard. 

Hnd  outhow  to  train  JRISS 

How  to  train  JRISS  is  the  primary  lesson  to  be  learned  from  the  Louisville  Re- 
cruiting Company  and  the  Kentucky  Army  National  Guard.  The  majority  of  re- 
cruiters do  not  hold  a military  occupational  specialty  in  computers,  so  training  is 
clearly  the  key  to  a JRISS  success.  A draft  training  plan  was  developed  by  the 
JRISS  Project  Management  Office,  but  it  needed  more  beef  and  the  legs  to  exe- 
cute it;  a training  team  had  to  be  formed.  MAJ  Gary  Minadeo  (USAREC  JRISS 
Team  Leader)  selected  trainers  for  the  USAREC  JRISS  training  team  who 
would  lead  the  way  by  training  the  Army  trainers  as  well  as  the  other  services’ 
trainers. 

I joined  the  team  as  the  master  trainer  responsible  for  the  fielding  plan,  train- 
ing plan,  and  lesson  plans.  I also  coordinate  USAREC  training  requirements  at 
the  joint  service  level  within  the  JRISS  project  office.  SEC  Rubin  Moore  and 
SEC  Diane  Bibbins  joined  the  team  as  senior  trainers  responsible  for  monitoring 
the  USAREC  multimedia  sales  presentation  development,  executing  the  train- 
the-trainer  sessions,  certifying  trainers,  and  briefing  JRISS  progress  to  the  field, 
the  Chief  of  Staff  of  the  Army,  and  everyone  in  between. 

The  CG  warns  the  best  training 

The  commanding  general  wants  no  comers  cut  on  training  because  he  knows 
the  best  tool  poorly  trained  will  never  be  used  and  the  investment  will  be 
wasted.  With  that  laser  straight  guidance,  we  designed  a training  plan  to  experi- 
ment within  the  POC  that  would  sufficiently  train  the  recmiter  with  the  least 
mission  interference.  The  lesson  plans  were  designed  so  the  station  commander 
can  conduct  training  at  station  level  after  the  trainers  and  leaders  above  the  sta- 
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tion  had  been  trained,  certified,  and  had 
sufficient  time  to  use  the  new  tool.  The 
lesson  plans  focus  on  taking  the  student 
from  unpacking  the  laptop,  through  ba- 
sic computer  knowledge  and  software 
application  use,  to  conducting  the  sales 
presentation  with  the  multimedia  pack- 
age. 

Basic  Gomiiuicr  icisswieilse 

Various  areas  include  functions  of  the 
information  processing  cycle,  central 
processing  unit  (CPU),  random  access 
memory  (RAM),  and  different  types  of 
disk  drives.  You  will  also  gain  the  abil- 
ity to  recognize  security  threats  to  data 
and  system  security  that  could  cause  a 
loss  of  your  computer  equipment.  Some 
areas  discussed  include  computer  ethics 
such  as  software  theft,  unauthorized  use 
of  computer  systems,  accuracy  of  com- 
puter information,  and  privacy  of  infor- 
mation. 

The  Windows  New  Technology  (NT) 
operating  system  is  different  from  the 
Windows  environment  that  most  com- 
puter users  are  familiar  with.  You  will 
be  taken  through  the  log-in  procedure 
that  is  unique  to  Windows  NT.  You  will 
become  familiar  with  the  different  parts 
of  a window  and  learn  how  to  personal- 
ize your  own  desktop.  You  will  be  able 


to  create  and  store  your  files  using  File 
Manager,  and  by  using  multi-tasking  ca- 
pabilities it  just  takes  the  click  of  a but- 
ton to  instantfy  enter  another 
application. 

The  Office  package 

Microsoft  Word  will  serve  as  a foun- 
dation on  which  to  create  professional- 
looking correspondence.  PowerPoint 
will  give  you  the  flexibility  of  creating 
high  quality  presentations  with  dazzling 
effects  for  on-screen  presentations.  In 
order  to  expedite  messages  throughout 
the  Recruiting  Command,  every  re- 
cruiter in  the  field  will  have  cc:Mail  Mo- 
bile capabilities.  The  knowledge  you 
gain  will  enable  you  to  communicate 
with  your  station  commander  from  re- 
mote areas  using  a toll-free  number. 

The  multimedia  edge 

We  have  the  competitive  edge  with 
our  multimedia  sales  presentation.  It 
was  determined  a revised  version  of  the 
JOINS  sales  presentation  has  been  long 
overdue.  We  are  fortunate  to  have  a mul- 
timedia team  that  is  dedicated  to  the 
Army  and  Army  Reserve  sales  presenta- 
tion. Nancy  Mann,  Buck  Metcalf,  and 
SPC  William  Estis  continue  to  spend 
endless  hours  perfecting  the  new  look. 
Currently  the  Army  and  Army  Reserve 


are  the  only  components  that  have  the 
multimedia  sales  presentation  on  the  lap- 
top. The  new  multimedia  sales  presenta- 
tion will  take  recruiters  where  no 
recruiter  has  gone  before! 

Training  consists  of  learning  to  move 
through  the  various  screens  using  your 
current  sales  abilities.  The  new  multime- 
dia sales  presentation  has  rotating  pic- 
tures, sound,  and  much  more  in  addition 
to  over  90  videos  we  already  use  to  pre- 
sent our  evidence.  You  will  learn  how 
to  use  the  hidden  menu  bar,  move 
through  the  TEAMS  screens  using  a hot 
key,  and  switch  back  and  forth  between 
Regular  Army  and  Army  Reserve  pro- 
grams with  the  stroke  of  one  key.  You 
will  be  able  to  take  the  multimedia  sales 
presentation  with  you  regardless  of  the 
location. 

During  the  sales  presentation  Regular 
Army  recruiters  have  the  option  of  print- 
ing the  Regular  Army  paycharts, 
Montgomery  GI  Bill,  and  Army  College 
Fund.  Army  Reserve  recruiters  can  print 
the  Reserve  pay,  active  duty  pay,  and 
the  Reserve  GI  Bill. 

Training  fhe  trainer 

The  train-the -trainer  concept  will  be 
used  to  ensure  every  level  receives  train- 
ing on  the  JRISS  laptop.  During  the 
POC  the  lesson  plans  and  fielding  plan 
will  be  fine-tuned  from  lessons  learned. 
The  first  USAREC  JRISS  training  ses- 
sion was  held  for  the  Kentucky  Army 
National  Guard  senior  trainers  in  a three- 
day  training  session  held  at  Fort  Knox. 

A couple  of  the  trainers  were  familiar 
with  some  sort  of  operating  system,  but 
not  Windows  NT.  Upon  completion  of 
the  training,  everyone  in  attendance  felt 
the  training  was  very  beneficial  in  oper- 
ating their  new  computer. 

The  next  training  session  was  held 
for  the  3d  Recruiting  Brigade  trainers 
and  brigade  information  management 
officer  along  with  key  personnel  from 
USAREC  Recruiting  Operations,  Infor- 
mation Management,  and  the  Training 
Division.  Multimedia  programmers 
Buck  Metcalf  and  SPC  William  Estis 
attended  training  on  the  third  day  to  pro- 
gram the  laptops  with  the  updated  ver- 
sion of  the  Army  and  Army  Reserve 


JRISS  training  included  basic  computer  familiarization,  as  well  as  administra- 
tive and  recruiting  specific  functions. 
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With  JRISS,  recruiters  can  take  their  iaptop  presentation  right  into  an  appli- 
cant's home,  impressing  both  the  applicant  and  the  parent. 


sales  presentation.  They  also  joined  in 
the  fun  and  played  the  role  of  a pros- 
pect/applicant during  the  class. 

SFCs  Sheridan  Johnson,  Kevin  Wil- 
son, and  William  Munoz  (3d  Recruiting 
Brigade  trainers)  held  their  first  training 
session  at  Fort  Benjamin  Harrison  Aug. 
26  - 28,  1996.  During  this  training  ses- 
sion the  Indianapolis  Recruiting  Battal- 
ion leadership  team,  two  battalion 
trainers,  and  the  Louisville  Recruiting 
Company  leadership  team  attended. 
Other  attendees  included  five  instruc- 
tors from  the  Army  Recruiting  and  Re- 
tention School,  and  SFC  Roy  Luttrell 
from  USAREC  Recruiting  Opera- 
tions,Training  Division. 

Now  that  all  the  key  trainers  had  re- 
ceived their  training,  it  was  time  to  put 
the  JRISS  laptop  into  the  hands  of  the 
recruiter.  Indianapolis  Battalion  trainers 
MSG  Lytle,  SFC  Yancey,  and  SSG  Ben 
Aldridge  held  the  Louisville  Recruiting 
Company  training  session.  Recruiters 
gathered  for  their  initial  training  on 
Sept.  13,  1996.  To  gather  information 
from  the  POC  participants,  USAREC 
JRISS  trainers  will  spend  one  week  in 
each  recruiting  station  in  the  Louisville 
Recruiting  Company. 

After  the  recruiters  signed  the  hand 
receipts  for  their  computer,  printer, 
printer  stand,  and  battery  chargers  it 
looked  like  Christmas  had  arrived  early. 
During  the  equipment  assembly  class 
there  were  quite  a few  confused  faces. 
Some  were  wondering  if  they  would  ac- 
tually be  able  to  operate  their  new  piece 
of  equipment.  By  the  end  of  the  first 
day,  every  recruiter  in  the  company 
could  log  on,  open,  and  use  various  ap- 
plications, customize  their  own  desktop, 
and  use  File  Manager.  At  the  end  of  the 
second  day  of  training  they  received  a 
GO  or  NO-GO  on  preparing  a letter  us- 
ing Microsoft  Word,  creating  a Power- 
Point presentation,  and  preparing, 
sending,  and  filing  a message  using 
cc:Mail  Mobile. 

Every  recruiter  in  the  company  re- 
ceived a GO  before  the  end  of  the  train- 
ing session.  The  recruiters  received  an 
overview  of  the  multimedia  sales  pres- 
entation that  evening.  Hands-on  training 


would  be  accomplished  at  the  station 
level  for  the  multimedia  sales  presenta- 
tion. 

The  LaGrange  (Ky.)  Recruiting  Sta- 
tion was  the  first  stop  for  the  training 
team.  During  the  week  of  Sept.  16,  train- 
ers from  USAREC,  the  3rd  Brigade, 
and  the  Indianapolis  Battalion  gave  rein- 
forcement training  at  station  level.  The 
two  areas  we  concentrated  on  were 
cc:Mail  Mobile  and  the  new  Army  sales 
presentation.  When  we  first  arrived  we 
informed  the  LaGrange  station  com- 
mander, SFC  James  E.  Ritchie,  that  our 
main  concern  was  to  stay  out  of  the  way 
and  not  interfere  with  station  produc- 
tion. We  rode  with  the  recruiters  as  a 
live-fire  training  exercise  on  scheduled 
appointments,  conducted  cold  house 
calls,  and  attended  high  school  career 
days. 

The  first  day  in  the  recruiting  station 
we  performed  a systems  check  to  en- 
sure every  laptop  was  operating  cor- 
rectly and  answered  any  questions 
pertaining  to  the  various  programs  on 
the  system.  On  the  second  day,  Mr.  A1 
Patterson,  3d  Brigade  Information  Man- 
agement Officer,  made  a visit  to  the  re- 
cruiting station.  During  his  visit  he 
checked  the  telephone  system  and  en- 
sured that  the  station  received  any  nec- 
essary adapters  in  order  to  operate 
cc:Mail  Mobile. 

SGT  J.R.  Meyer  and  SGT  William 
Marcum  had  an  early  morning  setup. 


and  a late  evening  setup  in  their  local 
high  schools.  They  thought  the  laptop 
had  drawn  more  students  and  parents 
than  normal  to  their  table.  During  the 
rest  of  the  week  the  recruiters  con- 
ducted appointments  using  the  laptop. 
When  recruiters  conducted  their  ap- 
pointments with  the  applicant’s  parents 
present,  they  felt  the  acceptance  was 
much  greater  with  the  laptop  versus  the 
salesbook  (see  Testimonials  article, 
pages  14-16). 

The  LaGrange  Recruiting  Station  cov- 
ers a large  rural  area  and  cannot  afford 
to  lose  time  driving  back  and  forth.  I 
rode  with  Marcum  to  a rural  area  to 
meet  a young  lady  up  for  an  appoint- 
ment. After  we  picked  her  up  and  drove 
to  a local  park,  we  sat  down  at  a picnic 
table  and  Marcum  pulled  his  laptop  out 
and  conducted  the  appointment.  It  was  a 
relaxed  atmosphere  for  the  recruiter  as 
well  as  the  prospect. 

An  awesome  future 

This  is  only  the  beginning  of  an  awe- 
some future.  The  laptop  may  seem  in- 
timidating at  first;  however,  it  is  a step 
in  the  right  direction.  With  proper 
startup  training  and  sustainment  train- 
ing, even  the  most  computer-shy  person 
can  master  the  technology.  This  is  only 
the  first  of  several  articles  on  this  topic. 
USAREC  JRISS  trainers  look  forward 
to  meeting  each  of  you  very  soon.  Good 
luck  and  good  recruiting.  JRISS  on  the 
move!” 
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by  SFC  Rubin  Moore,  USAREC  JRISS 
sonlorTralnor 

cc:Mail  - Moore,  Ruben 

The  Joint  Recruiting  Information 
Support  System  (JRISS)  is  a great 
weapon  for  this  command.  Sol- 
diers must  continue  to  accomplish 
the  mission.  Our  best  asset  will  al- 
ways be  a highly  motivated,  well- 
trained  recruiter,  but  sometimes 
that  is  not  enough  to  get  the  job 
done.  Leaders  must  ensure  recruit- 
ers receive  the  proper  resources 
and  training  on  the  best  technol- 
ogy available  to  ensure  they  re- 
main competitive  within  their 
market.  The  JRISS  laptop  com- 
puter allows  us  to  do  just  that! 

Learning  this  “new  way”  would 
prove  to  be  a challenge  for  me.  I 
knew  that  with  JRISS  we  would  have 
more  mobility  and  be  able  to  conduct 
business  from  remote  locations.  I 
knew  the  system  would  give  us  the  ca- 
pabilities to  create  slide  presentations, 
prepare  professional  correspondence, 
and  give  a dynamic  sales  presentation 
out  in  the  community.  I wanted  it  all 
now,  but  the  training  price  had  to  be 
paid.  This  article  highlights  testimoni- 
als from  the  ongoing  JRISS  Army 
Proof  of  Concept  (see  “Investing  in 
the  Future,”  page  11)  — I will  start 
with  mine. 

My  position  as  senior  trainer  came 
with  many  demands.  I had  to  become 
more  proficient  at  giving  platform  in- 
struction. The  continued  development 
of  the  multimedia  sales  presentation 
required  me  to  represent  the  recruit- 
ing force  - 1 needed  to  be  right.  Be- 
fore training  the  field  force,  I had  to 


successfully  complete  a training  certi- 
fication process  on  all  subjects.  The 
training  I received  from  MSG  Dianna 
Cox,  the  USAREC  JRISS  Master 
Trainer,  gave  me  the  confidence  and 
basic  understanding  needed  to  prop- 
erly do  my  job  as  a senior  trainer. 

Cox  evaluated  the  way  I instructed 
every  class  before  the  first  scheduled 
training  session.  After  some  adjust- 
ments, I finally  received  my  certifica- 
tion. I used  my  system  before  the  first 
training  session  to  create  slides  and 
outlines.  With  practice,  I learned  how 
to  maneuver  my  way  through  multi- 
media  sales  presentations  with  ease 
— the  training  package  built  my  con- 
fidence. Oh  yes,  additional  motivation 
came  from  MAJ  Gary  Minadeo,  the 
USAREC  JRISS  Team  Leader,  who 
reminded  me  that  my  peers  could  be 
brutal  if  they  did  not  like  what  I was 
going  to  deliver  to  them  — he  likes  to 
keep  the  team  focused  on  the  cus- 
tomer. 

The  USAREC  JRISS  training  team 
was  ready.  The  waiting  was  over;  the 
computer  the  field  had  heard  so  much 
about  was  a reality.  How  would  this 
new  sales  tool  be  accepted?  Had  the 
USAREC  JRISS  training  team  prop- 


erly prepared  for  the  implementation 
of  this  product? 

During  the  first  training  session,  I 
could  see  the  enthusiasm  in  the  class- 
room. Students  understood  the  many 
different  capabilities  of  the  system. 
The  multimedia  capability  of  the  com- 
puter was  very  impressive  — giving  a 
powerful  sales  presentation  regardless 
of  their  location.  The  presentation’s 
new  and  exciting  screens  definitely  as- 
sisted recruiters  in  telling  our  Army 
story.  I had  seen  enough  — lam  look- 
ing forward  to  seeing  JRISS  pay  big 
dividends  in  the  future. 
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So  what  do  your  poors  and  a 
battalion  commander  thinkP 


Job  Fair  interest 

I never  had  the  opportunity  to  use 
computers;  the  USAREC  JRISS  train- 
ing I received  was  very  helpful.  It 
gave  me  a better  understanding  of 
computer  fundamentals.  With  my 
newfound  knowledge,  I can  maneuver 
through  the  different  programs  that 
are  available  with  Windows  NT  and 
the  Microsoft  Office  package.  I am 
confident  that  I can  go  into  my  area 
and  use  my  laptop  computer  as  an  ef- 
fective sales  tool. 

I received  my  first  big  test  during  a 
job  fair  at  one  of  my  local  high 
schools.  With  the  Army  multimedia 
sales  presentation,  I found  students 
and  parents  were  drawn  to  my  dis- 
play. Not  only  did  the  computer  im- 
press them,  but  the  videos  created 
interest  and  helped  establish  rapport 
that  resulted  in  some  appointments. 
This  proved  to  me,  when  used  prop- 
erly, this  system  is  a great  asset. 

I realize  I must  continue  to  train  on 
this  system  to  become  the  best  I can 
be.  I know  the  recruiter  is  still  the 
best  asset  this  command  will  ever 
have,  but  add  this  system  to  a moti- 
vated recruiter,  and  look  out!  This  is  a 
dynamite  move  in  the  right  direction. 

SGT  Harry  M.  Meyer 

LaGrange  (Ky.)  Recruiting  Station 

cc:Mail  - 5H6D2 

Ail  appointment  in  the  park 

The  USAREC  JRISS  training  I re- 
ceived was  very  instrumental  in  giv- 
ing me  the  confidence  I needed  to 
accept  this  new  technology.  I now 
have  a basic  knowledge  in  Power- 
Point and  Microsoft  Word  that  assists 
me  in  preparing  professional  slide 
presentations  and  documents.  I am 
very  pleased  with  the  mobility  of  the 
new  Army  sales  presentation,  and 
have  carried  my  laptop  everywhere.  I 
conducted  appointments  in  houses, 
schools,  and  even  outdoors  at  a local 
park. 

Parents  and  applicants  are  more  re- 
ceptive to  the  laptop  as  compared  to 


the  sales  book.  I feel  this  laptop  is  an 
effective  way  to  communicate  with 
high  school  students,  since  most  of 
them  use  computers  today.  This  port- 
able technology  has  sparked  the  inter- 
est of  students  who  probably  would 
not  have  given  the  Army  a second 
look.  This  is  a recruiting  tool  that  I 
will  not  get  tired  of  using! 

SGT  William  Marcum 
LaGrange  (Ky.)  Recruiting  Station 
cc:Mail  - 5H6D3 

Station  commander  tools  also 

As  a station  commander  I was  con- 
cerned that  this  new  system,  and  the 
training  that  went  along  with  it, 
would  interrupt  production.  After  re- 
ceiving the  USAREC  JRISS  training  I 
was  less  skeptical  and  had  a better  un- 
derstanding of  the  JRISS  computer. 
The  trainers  who  visited  my  station 
were  very  helpful  and  patient  in  train- 
ing my  recruiters  on  this  new  system. 

This  system,  along  with  the  addi- 
tional training,  has  helped  me  accom- 
plish my  daily  responsibilities.  The 
recruiters  are  able  to  take  the  Army 
programs  into  the  streets  of  their  com- 
munities. Isn’t  that  what  we  stress  as 
station  commanders?  The  Army  multi- 
media  sales  presentation  is  a big  ad- 
vantage, my  recruiters  are  able  to  give 
dynamic  sales  presentations,  regard- 
less of  location.  The  community  is  re- 
alizing that  today’s  Army  is  keeping 


up  with  new  technology.  As  station 
commander,  I will  ensure  my  recruit- 
ers become  more  proficient  with  our 
new  sales  tool. 

SEC  James  Ritchie 
LaGrange  (Ky.)  RS  Commander 
cc:Mail  - 5H6D1 

A blue-collar  convert 

Being  a so-called  blue  collar  type 
person,  I never  would  have  pictured 
myself  being  behind  a computer.  I felt 
that  if  you  spent  a lot  of  time  behind 
the  computer  you  would  be  neglect- 
ing the  on-the-ground,  make-it-hap- 
pen  production  process.  But  to  be 
successful  and  competitive  in  the  re- 
cruiting business  you  must  try  new 
and  innovative  ideas. 

This  laptop  has  stimulated  my  crea- 
tivity. I am  now  creating  powerful 
presentations  to  present  to  hard  to 
penetrate  schools,  and  groups  and  or- 
ganizations that  can  assist  in  our  ef- 
forts. Telling  the  Army  story  with  the 
JRISS  system  in  any  home  shows  par- 
ents that  we  are  truly  a modem  Army. 
The  time  and  effort  spent  in  training 
and  practicing  are  positive  steps  to  in- 
crease your  chance  of  mission  box 
success.  Coming  from  a blue  collar 
guy,  let’s  get  busy! 

SFC  William  Munoz 
3d  Brigade  Senior  Trainer 
Fort  Knox,  Ky. 
cc:Mail  - 3BDE-RT4 


At  left,  La- 
Grange (Ky.) 
recruiter  SGT 
William  Marcum 
uses  the  JRISS 
laptop  computer 
to  demonstrate 
high-tech  re- 
cruiting to  appli- 
cant Rita  Clark. 
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A welcomed  change 

The  excitement  of  learning  about 
JRISS  and  its  capabilities  stimulated 
me.  After  receiving  the  USAREC 
JRISS  training  I was  eager  to  pass  it 
on  to  recruiters.  This  system  gives  the 
Recruiting  Command  the  mobility 
needed  to  present  and  tell  the  Army 
story  in  the  recruiter’s  community. 
The  excitement  for  the  recruiter  is 
having  a new  system  to  showcase  the 
high  technology  of  today’s  Army.  As 
a master  trainer,  this  is  the  best  tool  I 
have  ever  used  to  organize  and  con- 
duct training.  No  matter  the  time  or 
place,  you  are  able  to  communicate 
with  cc:Mail  Mobile.  If  you  are  will- 
ing to  accept  change  and  use  this  sys- 
tem to  its  fullest  capabilities,  it  will 
enhance  your  performance.  A well 
trained,  highly  motivated  sales  force 
is  the  command’s  best  weapon.  New 
methods  of  doing  business  are  a wel- 
come change  for  a very  competitive 
market. 

MSG  Nehemiah  Sims 
3d  Brigade  Master  Trainer 
Fort  Knox,  Ky. 
cc:Mail  - 3BDE-RT1 

The  check  has  arrived 

Have  you  ever  heard  the  saying, 
the  check’s  in  the  mail?  That’s  the 
thought  I had  when  I heard  that  JRISS 
was  around  the  corner.  I knew  that  the 
project  was  out  there  and  never  ex- 
pected to  see  it  during  my  career.  I 
was  wrong.  When  I realized  that 
JRISS  was  a reality,  the  excitement 
grew  inside  of  me.  The  field  force 
was  going  to  finally  have  the  technol- 
ogy needed  to  stay  competitive  in  to- 
day’s market.  I have  been  working 
with  computers  for  awhile  and  love 
them.  During  the  USAREC  JRISS 
training,  I found  out  that  the  capabili- 
ties of  this  system  were  far  more  than 
I had  anticipated.  You  have  the  ability 
to  create  slide  presentations,  profes- 
sional correspondence,  and  be  able  to 
communicate  with  cc:Mail  Mobile 
just  to  name  a few  functions.  The 
most  important  tool  is  a revised  ver- 
sion of  the  Army  sales  presentation. 
The  mobility  of  the  system  gives  you 
the  ability  to  take  a video  presentation 


into  your  community  to  assist  in  tell- 
ing the  Army  story.  By  using  the  lap- 
top as  an  everyday  tool,  life  can  be 
sweet! 

SFC  Sheridan  Johnson 
3d  Brigade  Senior  Trainer 
Fort  Knox,  Ky. 
cc:Mail  - 3BDE-RT3 

The  IMO  doing  face-to-face 

I really  enjoy  using  the  JRISS  com- 
puter. It  outclasses  the  JOINS  and 
will  enhance  the  recruiters’  way  of  do- 
ing business.  I have  shown  my  friends 
and  young  people  the  Army  sales 
presentation  so  much,  I feel  like  a full 
fledged  recruiter.  I found  that  the  way 
the  computer  tells  the  Army  story  ex- 
cites people. 

The  recruiter’s  way  of  doing  busi- 
ness will  expand  to  preparing  memos, 
attaching  and  saving  files,  creating 
slide  shows,  and  communicating  up 
and  down  the  chain  of  command  with 
ease.  This  system  will  increase  the  ef- 
fectiveness of  time  management, 
which  leads  to  more  quality  of  life. 
We’re  not  just  keeping  up  with  sales, 
we’re  forging  ahead.  Get  on  the 
TEAMS  to  the  21st  century. 

Mr.  A1  Patterson 
USAREC,  3d  Brigade  IMO 
Fort  Knox,  Ky. 
cc:Mail  - 3BDE-IMO 

Overcame  fear  of  computers 

The  USAREC  JRISS  training  has 
given  me  enough  knowledge  that  I no 
longer  have  a fear  of  computers. 

Every  spare  moment,  I find  myself  ex- 
ploring this  newfound  technology. 
When  I am  on  the  road,  I can  send 
cc:Mail,  training  slides,  and  memos 
without  hesitation.  Thank  goodness 
for  spell  check.  I believe  the  laptop 
computer  will  be  an  asset  to  the  re- 
cruiters and  this  command. 

SFC  Kevin  Wilson 
3d  Brigade  Senior  Trainer 
Fort  Knox,  Ky. 
cc:Mail  - 3BDE-RT2 

A more  effective  trainer 

The  Panasonic  laptop  computer  has 
increased  my  section’s  productivity 
immensely.  The  mobile  aspects  of 
cc:Mail  enables  our  trainers  to  receive 


instant  updates  within  our  battalion. 
This  also  offers  the  field  recruiter  a 
medium  to  ask  for  assistance  at  any 
time.  Microsoft  Word  permits  us  to 
create  and  store  training  plans,  lesson 
plans,  after-action  reviews,  and  other 
related  documents.  The  files  are  better 
organized  with  automation  and  pro- 
vide a backup  to  our  paper  files. 

PowerPoint  energizes  training  with 
colorful  detailed  notes,  handouts,  out- 
lines, and  on  screen  presentations. 
Your  classes  are  ready  when  you  are. 
Foremost  is  the  ability  to  take  our  sec- 
tion on  the  road  with  increased  train- 
ing productivity  just  a key  stroke 
away. 

SFC  Merril  Yancey 
Indianapolis  BN  Senior  Trainer 
cc:Mail  - 5HBN-RT3 

Knocking  down  the  walls 

In  RSM  September  I conducted 
three  high  school  presentations  using 
the  JRISS  platform.  These  sessions 
were  with  the  senior  counselors  at 
two  public  schools  and  one  private 
school.  It  was  extremely  beneficial  to 
have  this  capability  to  show  all  the 
features  and  benefits  offered  in  to- 
day’s Army.  Battalion  commanders 
and  sergeants  major  can  use  this  sys- 
tem to  brief  the  local  civic  organiza- 
tions and  any  situation  in  the  schools 
program.  It  is  important  to  practice 
with  the  system  prior  to  conducting 
the  presentation. 

During  the 
presentation 
at  the  Mar- 
quette High 
School,  the 
school  coun- 
selor asked  if  it  was  possible  to  leave 
the  Army  CD  disks  at  the  school 
media  library  for  the  students  to  re- 
view the  quality  information.  I said  I 
would  see  if  I could  get  a set  and  get 
them  to  the  school  in  time  for  the  first- 
ever  ASVAB  and  Military  Career 
Day,  which  the  counselor  agreed  to 
conduct  after  experiencing  the  JRISS 
Army  sales  presentation  in  his  office. 

ETC  Nate  Huggins 
Indianapolis  Battalion  Commander 
cc:Mail  - 5HBN-CDR 
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The  Way  I See  It 


Vision  implies  change.  Change  is  upon  us. 
We  are  better  off  to  participate  in  change  and  to 
help  shape  it  than  to  be  dragged  along  by  change. 
You  can  help  shape  the  future  and  make  it  better. 
You  know  your  job  better  than  anyone.  What  are 
your  ideas  for  improving  operations?  Share  them 
on  the  space  below  and  mail  this  according  to  the 
instructions  on  the  back  of  this  form,  postage  free. 


Please  be  as  detailed  as  possible  when  citing 
examples  for  improvement.  Recruiters,  support 
staff,  and  family  members  are  encouraged  to  use 
this  space  to  voice  ideas  and  concerns.  If  you 
desire  a direct  response  to  your  comments  or 
suggestions,  please  include  your  name  and  ad- 
dress. Names  are  not  required. 


Teamwork:  Working  together  as  a team,  we 
can  accomplish  more  than  working  as  individuals. 
Share  your  vision  for  the  future  of  the  US  Army 


Recruiting  Command.  All  forms  are  mailed  to  and 
received  directly  by  the  USAREC  Chief  of  Staff, 
Fort  Knox,  Ky. 


HQ  USAREC  Fm  1825, 1 Jan  91 
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Fold  here  first 


The  Guidance  Ceunseler 
Terminal 


by  MAJ  Dawe  Pociyoek.  USAREC  JRISS 
Lead  ■ Guidance  Counselor  Functions 

cc:Mail  - Poczynek,  Dave 

The  JRISS  term  P2  defines  a func- 
tional grouping  of  all  of  the  duties, 
responsibilities,  and  procedures  that 
are  currently  used  by  our  guidance 
counselors. 

The  objective  of  JRISS  is  to  design, 
develop,  and  implement  a new  com- 
puter application  to  replace  the  existing 
ARABS,  GC  Sales  software  applica- 
tion. The  JRISS  application  must  re- 
place current  functionality  while 
incorporating  a number  of  new  enhance- 
ments. These  new  requirements  include 
one-time  data  entry,  a graphical  user  in- 
terface (GUI)  environment,  automated 
error  correction,  and  a seamless  inter- 
face with  external  systems  such  as  MEP- 
COM’s  MIRS  and  REQUEST. 

The  system  today 

To  fully  appreciate  the  challenge  fac- 
ing JRISS  you  have  to  have  an  under- 
standing of  the  current  (legacy)  system 
and  procedures  now  used  by  our  guid- 
ance counselors.  Most  of  the  duties  per- 
formed by  our  guidance  counselors  are 
obvious  to  most  of  us  in  the  recruiting 
business.  However,  our  guidance  coun- 
selors, and  the  software  they  use,  per- 
form many  additional  duties  and 
procedures  instrumental  in  the  manning 
and  readiness  of  our  military  forces. 
Along  with  the  more  traditional  role  of 
the  guidance  counselors  as  quality  con- 
trol, MEPS  liaisons,  and  final  sales  per- 
son, the  guidance  counselors  provide  a 
critical  link  to  our  strength  accounting, 
training  bases,  reception  stations,  and 
MOS  management  systems. 

Our  guidance  counselors  provide  the 
information  that  keeps  our  training  cy- 
cles flowing  by  providing  the  right  mix 
of  applicants  in  the  right  training  slots. 


at  the  right  time.  This  responsibility  is 
reflected  down  to  the  squad,  platoon, 
and  companies  of  our  combat  divisions. 
Using  the  REQUEST  system,  our  guid- 
ance counselors  balance  the  needs  of 
the  applicant  with  the  skills  needed  by 
our  Army,  thus  meeting  the  manning  re- 
quirements of  our  line  units. 

The  guidance  counselor  accom- 
plishes this  awesome  task  through  the 
use  of  software  programs  commonly 
known  as  GC  Sales.  Since  the  deploy- 
ment of  ARABS,  19  versions  of  GC 
Sales  have  been  released.  Most  of  these 
releases  were  a result  of  new  external  re- 
quirements to  provide  additional  infor- 
mation (data),  in  order  to  meet  the  ever 
increasing  needs  of  the  personnel  com- 
munity in  manning  the  force  during 
rapid  structure  cuts,  reorganization,  and 
tighter  budgets. 

In  addition  to  the  numerous  versions 
of  GC  Sales,  our  guidance  counselors 
have  had  to  contend  with  the  recent  de- 
ployment of  the  new  MEPCQM  system, 
MIRS.  While  in  some  ways  MIRS  en- 
hances the  capabilities  of  the  guidance 
counselor,  it  also  increased  the  work 
load  for  them  due  to  the  inability  of 
MIRS  and  ARABS  to  electronically  ex- 
change data.  This  requires  the  GC  to 
use  two  systems  to  perform  his  duties 
instead  of  one. 

The  increased  role  of  our  guidance 
counselors  in  the  strength  accounting 
arena  also  significantly  impacts  their 
current  duties.  Inter  Component  Bata 
Transfer  (ICBT)  is  a strength  account- 
ing procedure  that  links  the  databases  of 
all  three  Army  components.  When  the 
guidance  counselor  inputs  a result  code 
for  an  applicant  such  as  E:  for  enlisted, 
or  S:  for  Ship,  the  input  code  triggers 
the  creation  of  an  electronic  record  of 
the  applicant  that  is  electronically  trans- 
mitted to  the  Total  Army  Batabase  - 
Active.  Bepending  on  the  status  of  the 


applicant,  whether  he  or  she  is  an  active 
duty,  USAR,  or  National  Guard  appli- 
cant, the  electronic  record  is  reformat- 
ted into  another  record  known  as  a 
“soldier  bundle”that  is  then  transmitted 
to  the  appropriate  component. 

Each  component  is  dependent  upon 
these  electronic  records  to  account  for 
strength  figures,  training  seat  allocation, 
vacancy  management,  and  unit  notifica- 
tion. Error-free  information  in  these  re- 
cords is  critical  to  the  accuracy  and 
performance  of  all  the  “down  stream” 
systems.  It  quickly  becomes  apparent 
just  how  critical  the  beginning  record  of 
the  new  soldier  is  to  the  overall  welfare 
of  the  Total  Army  System.  It  is  a heavy 
responsibility  for  guidance  counselors. 

ARABS  has  served  our  guidance 
counselors  well  in  the  past.  However, 
the  ever  increasing  demands  for 
quicker,  more  reliable  information,  to 
more  and  more  external  systems  and 
agencies  have  overrun  the  current  capa- 
bilities of  ARABS.  The  deployment  of 
MIRS  and  the  upgrading  of  the  RE- 
QUEST system  are  quickly  creating  an 
untenable  situation  for  our  guidance 
counselors. 

The  JRISS  benefit 

JRISS  is  charged  with  bridging  the 
gap  our  guidance  counselors  now  face. 
Coupled  to  this  task  is  also  the  require- 
ment to  build  a system  usable  by  all  of 
our  BOB  MEPS  personnel.  The  JRISS 
system  will  need  to  work  as  well  as  for 
the  Army  as  it  does  for  the  Navy,  the 
Marines,  and  the  Air  Force.  JRISS  will 
have  to  overcome  numerous  challenges 
in  the  upcoming  months. 
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Headquarters  USAREC  realizes  the 
enormous  task  ahead.  It  is  fully  support- 
ing the  JRISS  effort  with  high  quality 
personnel  with  the  needed  experience, 
and  knowledge  to  ensure  that  the  new 
system  meets  the  functional  require- 
ments of  not  only  the  guidance  counsel- 
ors, but  the  overall  information 
requirements  needed  by  the  Army  to 
man  the  force. 

The  JRISS  P2  team,  consisting  of 
service  members  from  all  of  DOD  and 


DOT  recruiting  services,  is  gathering  at 
the  JRISS  Project  Management  Office 
to  begin  the  initial  requirements  gather- 
ing sessions  instrumental  in  under- 
standing, and  planning  for,  the  design 
and  development  of  P2.  In  the  next  few 
months,  contractors  and  service  mem- 
bers will  be  conducting  extensive  leg- 
acy systems  analysis  of  all  the  existing 
systems.  These  results  will  be  compiled 
and  studied  attempting  to  find  common 
ground  between  the  service  specific  sys- 


tems, paving  the  way  towards  the  DOD 
goal  of  one  automation  system  for  all 
components. 

The  road  ahead  is  filled  with  politi- 
cal, technical,  and  resource  challenges. 
But  the  objective  remains  clear  and 
paramount  — design,  build,  and  field  a 
system  that  enhances  the  capabilities  of 
our  guidance  counselors,  reduces  their 
current  work  load,  and  meets  the  infor- 
mation requirements  of  today  and  the 
future. 


But  we  need  the 
infermation  new! 


— Improved 
information 
sorvicos 

by  Patricia  Stewens,  Kent  Morgan,  and 
Gary  Cunningham,  GSAREC-IM,  Appli- 
cations Program  Dlwlslon 

cc:Mail  - Stevens,  Patricia 

The  P3  Project  encompasses  the 
current  and  future  “non-accession” 
automated  business  processes  of  the 
United  States  Army  Recruiting  Com- 
mand (USAREC).  To  visualize  this 
project,  consider  incorporating  the 
Army  Recruiting  and  Accession  Data 
System  (ARADS)  and  all  of  Army  Re- 
cruiting Command  Central  Computer 
System/Command  Integrated  Manage- 
ment System  (ARC3S/CIMS),  as  well 
as  many  of  the  command’s  standard 
PC-based  applications.  Add  to  this 
any  new  functional  requirements  that 
would  aid  in  or  magnify  the  ability  of 
the  command  to  accomplish  its  recruit- 
ing mission. 


Staff  finally  gets  a break 

The  JRISS  P3  is  envisioned  as  a 
user-friendly,  GUI-based  environment 
that  can  quickly  provide  both 
“canned”  information  as  well  as  pow- 
erful, flexible  query  tools,  providing 
timely  management  information  to  all 
levels  of  the  command  using  a single 
database  and  common  data  entered 
only  once  at  the  source.  To  many  of 
you  that  sounds  like  a miracle;  no 
more  cumbersome  interfaces,  double 
data-entry,  inflexible  reports, .... 

A team  of  analysts  began  the  P3 
effort  by  reviewing  the  ARADS  and 
ARC3S  systems  as  well  as  PC-based 
applications  that  were  available 
within  the  headquarters.  The  team 
then  conducted  a set  of  interviews  and 
workshops  with  the  functional  subject- 
matter  experts  with  an  eye  to  the  busi- 
ness processes  that  are  currently 
automated  or  should  be  automated. 
Wherever  possible,  specific  applica- 
tions were  identified,  improvements 


JRISS  team  member  Kurt  Davis  and 
3d  Brigade  trainer  SFC  West  work 
through  the  screens  at  the  USAREC 
train-the-trainer  session. 


were  documented  and  priorities  were 
established.  The  resulting  P3  docu- 
ment provided  a basic  knowledge  of 
the  headquarters  and  field  automated 
business  processes,  changes  that 
needed  to  be  made  to  these  existing 
processes  and  new  applications  that 
were  needed.  This  defined  the  scope 
of  the  P3  requirement  to  the  JRISS 
Project  Manager  (PM)  for  the  first 
time. 

Summary  from  workshops 

ARADS’  primary  focus  is  Army  ac- 
cessions but  it  also  contains  USAREC 
personnel  and  logistics  data.  ARADS 
non-accession  data  mirrors  the  data 
contained  on  ARC3S.  ARADS  pro- 
vides the  field  customer  interface  for 
on-line  updates  to  personnel  and  logis- 
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SFC  Ruben  Moore  (right)  walks 
through  the  screen  features  with 
3d  Brigade  SGM  Rodriguez. 


tics  data  as  well  as  providing  struc- 
tured queries  and  canned  on-line  re- 
ports. ARADS  has  limited  ad-hoc 
query  capabilities;  users  rely  on 
ARC3S  for  ad-hoc  queries.  ARADS’ 
“non-accession”  system  consists  of 
more  than  560  programs,  broken 
down  into  modules  with  the  largest 
being  PERSONNEL  (people  faces 
and  spaces)  and  LOGISTICS  (equip- 
ment and  facilities). 

The  primary  focus  of  ARC3S  is  re- 
cruiting and  corporate  management. 
ARC3S  limits  on-line  updates  of  per- 
sonnel and  logistics  data  but  provides 
for  both  structured  and  ad-hoc  queries 
as  well  as  extensive  “canned”  on-line 
reports.  ARC3S  consists  of  more  than 
610  programs  and  multiple  interfaces 
to  and  from  other  DA  and  DOD  sys- 
tems. ARC3S  is  broken  down  into  sys- 
tems; the  core  systems  provide  the 
majority  of  the  updating  and  process- 
ing of  data,  the  “report”  systems  pro- 
vide both  on-line  and  batch  reports  to 
headquarters  and  field  personnel,  the 
“interface/historical”  systems  inter- 
face with  the  DA  PERSCOM  Recruit 
Quota  System  (REQUEST),  Army  Re- 
serve Personnel  Center  (ARPER- 
CEN),  Forces  Command 
(FORSCQM),  Cadet  Command, 

DQD  Military  Entrance  Processing 
Command  (MEPCQM),  Military  En- 
trance Processing  Reporting  System 
(MEPRS),  or  MEPCQM  Integrated 
Resource  System  (MIRS),  and  De- 


fense Manpower  Data  Center 
(DMDC).  Historical  accessions  are 
maintained  for  up  to  10  years  to  pro- 
vide data  for  market  and  accession  re- 
search. 

Various  PC  applications  have  been 
identified  as  candidates  for  incorpora- 
tion into  a future  expansion  of  P3. 
Some  of  the  major  applications  are 
the  Command  Automotive  Report 
System  (CARS),  which  tracks  all 
costs,  mileage,  and  maintenance  for 
GSA  vehicles  and  is  used  primarily 
by  brigades  and  battalions.  Telephone 
Accounts  Processing  Program 
(TAPS),  which  tracks  costs  for  tele- 
phone bills  and  payments  down  to  the 
station  level.  Fund  Allocation  Docu- 
ment (FAD),  which  tracks  OMA, 
QMAR,  and  QPA  funds,  and  Early 
Warning  System  (EWS),  which  com- 
putes trends  in  recruiting  for  perform- 
ance measuring. 

Expected  imprevements 

Improvements  to  the  current  auto- 
mated systems  or  new  systems  in- 
clude management  reporting  for 
LEADS,  revisions  to  the  Recruiting 
Market  Analysis  system,  improve- 
ments to  the  missioning  system, 
downloading  data  from  SIDPERS  to 
eliminate  duplicate  data-entry  of  per- 
sonnel data  by  the  field,  and  various 
improvements  in  the  Resource  Man- 
agement/Logistics area.  Personnel 
area.  Recruiting  Support  Battalion 
and  Recruiting  Operations  area. 

Another  improvement  envisioned 
for  P3  is  the  establishment  of  a data 
warehouse.  The  data  warehouse  will 
contain  historical  accession  informa- 
tion for  up  to  ten  years.  Information 
that  is  now  contained  in  numerous 
data  bases  and  files  within  ARC3S 
will  be  in  one  database  making  it  pos- 
sible for  the  end  user,  primarily  head- 
quarters operations  research  systems 
analysts  (ORSAs),  to  obtain  all 
needed  historical  accession  data  from 
one  source.  This  is  termed  “data  min- 
ing”. In  addition,  summary  tables  con- 
taining number  of  leads,  contacts, 
appointments,  and  accessions  will  be 
available  for  operational  and  analysis 
purposes. 


Developing  a revolutionary  system 

The  next  phase  of  P3  involves  the 
detailed  analysis  of  USAREC’s  busi- 
ness processes  leading  to  documented 
requirements,  screen  layouts,  report 
formats,  and  data  definitions.  To  com- 
plete this  lengthy  process,  the  results 
of  the  workshop  were  broken  down 
into  categories  that  will  be  completed 
in  order  of  priority. 

A team  of  analysts  and  program- 
mers will  met  with  experts  from  the 
headquarters  and  field  to  discuss  each 
task  within  a category  to  ensure  all  re- 
quirements are  documented.  At  this 
time,  requirements  not  captured  dur- 
ing the  workshop  will  be  flushed  out 
and  discussed  to  ensure  the  end  prod- 
uct meets  the  needs  of  the  user. 

Written  requirements  will  be  turned 
into  screen  layouts  and  reports.  Regu- 
lations and  policies  will  be  turned  into 
edit  rules  used  within  the  programs. 
These  screens,  reports  and  edit  rules 
then  are  used  to  develop  the  database 
and  define  its  use.  Qnce  this  is  com- 
pleted, programmers  can  begin  writ- 
ing the  applications  and  fielding  the 
products  that  will  revolutionize 
USAREC’s  automated  systems. 

Will  It  all  be  joint? 

Movement  to  the  phase  mentioned 
above  is  contingent  upon  several  fac- 
tors that  still  need  to  be  resolved 
among  the  services  and  the  JRISS 
PM.  An  Army  proposal  has  been  sent 
to  the  PM  advocating  that  USAREC 
develop  a P3  database  that  could  then 
be  appended  by  the  other  services  as 
needed,  eventually  resulting  in  a Joint 
P3  database.  Due  to  the  differences  be- 
tween the  services  in  how  they  man- 
age their  organization,  mission,  and 
resources,  we  propose  that  each  serv- 
ice would  be  responsible  for  develop- 
ing and  programming  their  own  P3 
management  applications  and  reports. 
The  JRISS  PM  is  staffing  this  concept 
with  the  other  services. 

In  summary,  P3  offers  USAREC  a 
way  to  intelligently  reengineer  it’s 
automated  systems  to  support  its  cur- 
rent and  changing  business  practices. 
P3  should  better  support  the  staff  and 
recruiter,  and  offer  cost  savings. 
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Personal  Presentation  Items 
can  soon  be  ordered  from 
the  RPI  warehouse 


Personal  Presentation  Items  (PPIs)  are  defined  as  advertising  specialties.  Key 
chains,  mugs,  pens,  pencils,  etc.,  are  designed  to  help  generate  and  exploit  con- 
tact opportunities  for  recruiting  personnel.  PPI  orders  can  soon  to  he  placed  by 
telephone. 


PPIs  are  to  be  personally  pre- 
sented to  prospects  and  Centers  of 
Influence  (COIs)  by  recruiting  per- 
sonnel. Items  are  not  designed  to 
be  distributed  in  bulk  through  third 
parties,  such  as  high  schools  or 
scout  troops. 

The  cost  of  PPIs  for  prospects 
will  not  exceed  $4  each.  Personal 
presentation  items  for  COIs  will 
not  cost  more  than  $6  each. 

When  it  comes  to  ordering  per- 
sonal presentation  items  (PPIs),  it 
is  no  surprise  that  the  more  PPIs 
you  buy,  the  more  money  you 
save.  For  example,  144  mugs  can 
be  bought  at  $2.29  a piece.  How- 


ever, 2,500  mugs  can  be  bought  at 
only  $1.99  a piece. 

To  show  a detailed  illustration 
of  cost  efficiency  at  the  command 
level,  let’s  use  a realistic  example 
based  on  a budget  of  $178,500. 

We  will  start  by  giving  each  com- 
pany in  USAREC  $750  a year  to 
buy  coffee  mugs. 

From  a PPI  ordering  book,  $750 
will  buy  approximately  328  mugs 
at  a cost  of  $2.29  per  mug.  Each  re- 
cruiter will  receive  about  1 1 mugs 
a year. 

Now  we  will  try  ordering  the 
mugs  at  battalion  level.  Each  battal- 
ion will  have  $4,354  to  buy  2,083 
mugs.  Each  mug  will  cost  $2.09. 


Each  recruiter  will  receive  about 
12  mugs  a year.  When  considering 
this  example,  there  is  no  signifi- 
cant difference  from  ordering  the 
mugs  at  company  or  battalion 
level. 

When  ordering  at 
brigade  ievei 

However,  ordering  the  coffee 
mugs  at  brigade  level  will  show  a 
significant  decrease  in  cost.  Each 
brigade  will  have  approximately 
$35,703  to  buy  37,982  coffee 
mugs.  For  an  order  this  size,  each 
coffee  mug  will  cost  only  94  cents. 
Now  each  recruiter  will  receive 
about  26  mugs  per  year. 


PPI  Cost  Benefit  Analysis 
Cost  Efficiency  ($178,500) 


UNIT 

COST  per  MUG 

# of  MUGS 

TOTAL  MUGS 

If  Each  Company  Orders 

$2.29 

328 

77,947 

If  Each  Battalion  Orders 

2.09 

2,083 

85,413 

If  Each  Brigade  Orders 

$0.94 

37,982 

189,910 

If  USAREC  Orders 

$0.88 

202,841 

202,841 

No  surprise!  The  more  mugs  you  buy,  the  cheaper  the  mugs. 
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What  can  we  buy  with 


$750  per  Company 

or 

$4^54  per  Battalion 

or 

$35,703  per  Brigade 

or 

$178,500  for  USAREC 


# of  mugs  per  recruiter 

► 

# of  mugs  per  recruiter 

► 

# of  mugs  per  recruiter 

► 

# of  mugs  per  recruiter 


nB 


iBi 


263 


283 


Ordering  coffee  mugs  at  the  brigade  or  command 
level  is  over  100  percent  more  effective  than 
ordering  mugs  at  the  battalion  level. 


Furthermore,  if  all  of  the  coffee 
mugs  are  ordered  at  the  command 
level,  then  each  mug  will  cost  only 
88  cents.  Each  recruiter  will  receive 
about  28  coffee  mugs  per  year.  So 
with  that  same  $178,500,  USAREC 
is  able  to  buy  approximately 
202,841  coffee  mugs. 

Cost  savings  to 
the  Army 

This  scenario  implies  that  order- 
ing coffee  mugs  at  brigade  or  the 
command  level  is  over  100  percent 
more  effective  than  ordering  coffee 
mugs  at  battalion  level. 

If  the  coffee  mugs  are  ordered  at 
the  brigade  or  the  command  level, 
then  each  recruiter  will  receive  be- 
tween 26  to  28  coffee  mugs.  On  the 
other  hand,  if  the  coffee  mugs  are 
ordered  at  the  company  or  battalion, 
then  each  recruiter  will  only  receive 


about  12  coffee  mugs.  The  results 
show  that  ordering  in  bulk  can  save 
thousands  of  dollars.  As  stated  be- 
fore, the  $178,500  will  buy  approxi- 
mately 202,841  coffee  mugs  at  the 
command  level. 

If  the  202,841  coffee  mugs  are  or- 
dered by  the  battalions  (over  a pe- 
riod of  time)  at  $2.09  per  mug,  the 
total  cost  would  be  $423,938. 

It  will  cost  the  battalion  more 
than  twice  as  much  to  order  the 
same  202,841  coffee  mugs. 

From  this  perspective,  the  sav- 
ings is  approximately  $245,438  by 
ordering  at  USAREC. 

It  is  apparent  that  buying  in  bulk 
is  better. 

This  cost  efficiency  analysis 
shows  that  it  is  imperative  that  the 
battalions  and  brigades  identify 
items  that  can  be  ordered  at  brigade 
or  the  command  level.  The  savings 


over  a period  of  time  will  be  sub- 
stantial. 

The  next  step  is  a 
telephone  call 

In  response  to  the  needs  of  the 
field,  this  cost  efficiency  analysis 
and  the  economic  utility  of  purchas- 
ing PPIs  centrally,  USAREC  is  es- 
tablishing a PPl  supply  system  that 
will  run  out  of  the  RPI  warehouse. 

The  recruiters  will  have  the  op- 
portunity to  order  PPIs  in  the  same 
manner  as  the  current  RPI  supply 
system.  Personnel  at  the  RPI  ware- 
house will  send  PPIs  straight  to  the 
recruiters. 

Each  PPI  will  have  its  own  order 
number,  maximum  order  quantity, 
and  restricted  order  frequency.  This 
will  ensure  recruiters  have  access  to 
PPIs  on  a year-round  basis. 

The  new  PPI  supply  system  will 
be  fully  operational  by  2d  Quarter, 
FY  97.  Advertising  and  Public  Af- 
fairs Directorate  will  publish  addi- 
tional guidelines  and  procedures  on 
the  new  PPI  supply  system. 
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Watch  out 

for  that  deer 


by  Mickey  Gattis,  USAREC  Safety  Manager 


This  morning’s  road  forecast  is  low 

visibility  due  to  fog  and  dry  road  conditions.  At  4:00 
a.m.,  SSG  Edward  Filby  heads  west  on  Quail  Run  Road 
to  pick  up  an  applicant  for  processing  at  the  Pittsburgh 
MBPS.  Filby  is  10  miles  from  the  applicant’s  house 
when  a deer  darts  in  front  of  his  car.  To  avoid  hitting  the 
deer,  Filby  steps  on  the  brakes,  the  brakes  lock,  his  car 
veers  off  the  road,  runs  up  a hill,  flips,  and  rolls  over 
three  times.  Filby  was  wearing  his  seatbelt  and  isn’t 
injured  but  the  vehicle  is  a total  loss. 

High  accident  rate 

Collisions  between  deer  and  vehicles  produce  a 
substantial  cost  through  damage  to  vehicles,  the  loss  of  a 
valuable  wildlife  resource,  and  human  injuries  or 
fatalities.  Reports  indicate  over  400,000  vehicle/deer 
collisions  occur  annually  on  our  nation’s  highways. 
According  to  the  National  Highway  Traffic  Safety 
Administration,  in  1993,  131  people  lost  their  lives  as  a 
result  of  animal/vehicle  collisions.  Ninety  percent  of 
these  accidents  occured  between  dusk  and  dawn. 

Experts  estimate  that  actual  roadkill  in  most  states  is 
two  to  three  times  greater  than  reported.  For  instance, 
the  state  police  of  Pennsylvania  and  Michigan  reported 
52,057  and  47,880  deer/vehicle  collisions,  respectively, 
in  1993.  That’s  an  average  of  143  (Pennsylvania)  and 
131  (Michigan)  deer  per  day  in  those  two  states  alone. 
This  doesn’t  take  into  account  the  numerous  accidents 
involving  smaller  animals  such  as  cats,  dogs,  opossums, 
and  raccoons. 

Almost  every  state  has  the  yellow  and  black  diamond 
shaped  deer  crossing  warning  signs  displayed  along 
some  portion  of  their  roads,  highways,  and  interstates. 
During  my  last  visit  to  the  Pittsburgh  Battalion,  I noticed 
that  these  warning  signs  were  everywhere  along  the 
interstates.  Some  states  even  place  fences  along 
highways,  but  the  fences  are  expensive  to  install  and 
maintain,  and  deer  are  known  to  slip  under  opening  13" 
high  or  leap  over  sections  damaged  by  fallen  trees. 

During  the  hunting  season,  movement  of  deer  to 
different  locations  increases.  However,  daily  movements 
to  and  from  bedding  and  feeding  areas  occur  year-round. 
Deer/vehicle  collisions  peak  during  fall  and  spring  and 


intensify  during  the  hours  of  dusk  and  dawn,  occurring 
when  deer  are  most  active,  commuter  traffic  is  heavy, 
and  highway  visibility  is  low.  Another  frequent  cause  of 
deer/vehicle  collisions  is  the  movement  across  roadways 
during  rain  and  fog,  which  causes  reduced  visibility.  If  a 
deer  is  seen,  slow  down  and  prepare  to  encounter  other 
deer,  since  they  usually  travel  in  groups. 


In  trying  to  avoid  deer,  drivers  slam  on  the  brakes,  only 
to  be  rear-ended  by  another  vehicle.  Whenever  possible, 
use  your  steering  wheel  instead  of  your  brakes.  When 
you  must  use  your  brakes  do  it  carefully.  If  your  vehicle 
has  anti-lock  brakes  don’t  stomp  on  the  brakes;  apply 
firm  pressure  until  the  vehicle  comes  to  a stop.  If  your 
vehicle  doesn’t  have  anti-lock,  press  the  brakes  evenly 
and  smoothly,  and  ease  up  on  the  brakes  if  the  wheels 
start  to  lock.  Another  safe  driving  tip  to  remember  is  to 
maintain  an  escape  route. 


Sometimes  drivers  have  a few  seconds’  reaction  time 
during  daylight  hours  to  take  evasive  measures. 
Unfortunately,  in  the  nighttime  scenario  there  is  very 
little  time  to  react.  Impact  is  usually  immediate  upon 
visual  spotting.  Recruiters  practice  driver  safety,  but  are 
they  prepared  for  action  when  a deer  or  some  other  type 
of  animal  comes  into  their  driving  path?  Keep  these  facts 
in  mind: 


Be  extra  cautious  when  driving  through 
farmland  and  wooded  areas  where  deer 
are  more  prevalent. 


In  the  fall,  mature  deer  range  farther  out 
due  to  the  breeding  season. 


In  the  spring,  deer  roam  great  distances  to 
forage  for  food. 


Deer  are  most  active  around  dawn  and 
dusk,  the  times  when  commuter  traffic  is 
the  heaviest  and  visibililty  is  the  lowest. 


Recruiters  cannot  control  all  that  happens  on  the  roads. 
Be  prepared  for  an  emergency  — drive  defensively. 
Keep  an  escape  route  open,  know  how  to  use  the  brakes 
and  steering  for  an  evasive  maneuver.  This  may  help 
you  avoid  becoming  a victim  of  the  unexpected. 
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Technical 
Warrant  Officer 
Recruiter  News 
Update 

The  Technical  Warrant  Officer 
Training  Seminar  was  conducted 
Sep.  9 - 13  at  Fort  Rucker,  Ala. 
Opening  remarks  were  given  by 
COL  Hurt,  commandant  of  the  War- 
rant Officer  Career  Center  and 
CW5  Biere  from  Warrant  Officer 
Recruiting  Division,  HQ  USAREC. 

Classes  were  conducted  by  SFC 
Tinsley  in  areas  of  application 
preparation  and  various  types  of 
prospecting.  Mr.  Barragan  intro- 
duced the  new  USAREC  Regula- 
tion 350-11  and  the  Technical 
Warrant  Officer  Recruiter  Manage- 
ment Book.  MSG  Pemkiewicz  from 
US  ARC  provided  guidance  on  Re- 
quest System,  Warrant  Officer  Va- 
cancies, VACPOT,  and  TWOPART. 

An  update  on  JRISS  and  cc:Mail 
was  provided  by  MAJ  Poczynek 
and  SFC  Kohnstamm.  SFC  Petrous 
from  Warrant  Officer  Entry  Branch, 
ARPERCEN,  gave  a step-by-step 
process  for  warrant  officer  candi- 
dates prior  to  attending  Warrant  Of- 
ficer Candidate  School. 

During  the  seminar  we  had  the 
opportunity  to  have  10  chief  war- 
rant officers  from  the  various  propo- 
nents who  review  applications  for 
MOS  qualification.  Guidance  was 
provided  on  prerequisites  and  their 
methodology  on  qualifying  appli- 
cants in  becoming  warrant  officers. 

The  issuing  of  the  new  laptop 
computers  and  printers  was  con- 
ducted on  Sep.  8, 1996.  As  each 
TWOR  arrived  at  the  training  site, 
SSG  Binyon  from  IM  Directorate, 
HQ  USAREC,  provided  the  initial 
instruction  on  the  new  laptop  com- 
puter and  printer. 


Congratulations  to  the  following 
technical  warrant  officer  recruiters 
for  achieving  above  100  percent  of 
their  assigned  mission  for  FY  96: 

SFC  Daniel  Romanchik  1st  Bde 
SSG  John  Parks  6th  Bde 

SFC  Jerome  Solomon  1st  Bde 
SFC  Johnny  Miller  2d  Bde 
SSG  Kyle  Upton  1st  Bde 

Top  Technical  Warrant  Officer 
Recruiter  for  FY  96  is  SFC  Roman- 
chik, Baltimore  Bn,  1st  Bde,  for  pro- 
viding 21  qualified  warrant  officer 
applications. 

Quaiity  Controi 

Applications  are  being  submitted 
without  a valid  warrant  officer 
MOS  vacancy.  Ensure  that  the  sam- 
ple application  provided  at  the  train- 
ing seminar  is  used  to  reduce  errors. 

From  The  AGR  Hiring  Desk 

SFC  Linsey,  the  AGR  Hiring 
NCO  at  Headquarters  USAREC,  is 
asking  for  the  assistance  of  AGR  re- 
cruiters and  recruiting  battalions. 
Potential  recruiter  applicants  will  be 
visiting  your  stations  to  retrieve  a re- 
cruiter packet.  Talk  to  them,  have 
them  complete  the  packet,  and  as- 
sist them  in  getting  an  appointment 
with  your  CLT  for  an  interview. 

Your  assistance  is  greatly  appreci- 
ated and  will  go  a long  way  in  fill- 
ing our  empty  foxholes  and 
covering  a pending  plus-up  that  will 
further  increase  our  need  for  AGR 
recruiters. 

Chaplain  Recruiting  Update 

As  with  any  new  mission,  it  takes 
time  to  plan,  implement,  study,  and 
evaluate.  In  this  process,  chaplain 
recruiting  has  executed  a small,  but 
significant,  change  to  our  structure. 
The  command  and  control  of  the 
chaplain  recruiters  has  been  placed 
with  the  recruiting  brigades.  To  the 
chaplain  applicants  and  to  the  en- 
listed recruiters  this  change  will  be 
transparent.  To  the  brigades,  it  is 


significant  in  that  they  are  now  re- 
sponsible for  USAR  chaplain  mis- 
sion accomplishment.  Each  brigade 
will  have  a chaplain  recruiter  as- 
signed , who  will  work  for  the  bri- 
gade. (6th  Brigade  will  be  covered 
by  the  branch  chief  until  a new 
AGR  chaplain  is  hired.)  The  head- 
quarters will  continue  to  provide  the 
administrative  support  required  to 
ensure  the  applicants  are  have  the 
best  customer  service  possible. 

We  have  received  our  first-ever 
mission  from  DA,  so  we  will  be 
looking  for  at  least  117  outstanding, 
quality  men  and  women  who  are 
called  to  serve  God  and  country. 
Brigades,  start  looking  for  USAR 
chaplain  and  chaplain  candidate 
prospects  to  help  your  chaplain  re- 
cruiter make  this  special  mission 
and  if  you  do,  USAREC  will  give 
you  5 points  for  each  applicant  that 
accepts  an  appointment  as  a chap- 
lain or  chaplain  candidate. 

IG  Reminders 

Recruiters  will  not  sign  or  have 
the  applicant  sign  or  initial 
USAREC  OP2  (request  for  person- 
nel action  - IRR  transfer  (DA  Form 
4187))  to  transfer  the  applicant 
from  the  Individual  Ready  Reserve 
(IRR)  to  a Troop  Unit  (TPU)  with- 
out first  completing  sections  III  and 
rv  of  this  form  (see  USAREC  Regu- 
lation 601-45,  paragraph  2-3  C(2)). 

The  Regulation  Update  AC  Re- 
cruiting Stations  Operations  con- 
tains the  latest  edition  of  USAREC 
Regulation  601-95.  The  IG  states 
that  recent  inspections  show  non- 
compliance  findings  on  paragraphs 
3-2  (DTP  tracking  program),  3-3 
(cancellation  and  request  for  dis- 
charge procedures),  and  Appendix 
D (instructions  for  completion  of 
DA  Form  4187).  Only  full  compli- 
ance with  these  requirements  will 
permit  a successful  long-term  DTP 
management  program. 
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Recruiter 
enlists  Navy 
JROTC 
officers 


SGT  Kevin  D.  Stewart,  Slidell,  La.,  Recruiting  Station  (top  left),  enlisted 
Carl  A.  Adams  (bottom  left),  Sinika  T.  Finch  (bottom  center),  and 
Richard  M.  Kirby  (bottom  right),  into  the  Delayed  Entry  Program  with 
the  assistance  of  SFC  Douglas  M.  Frederick  Jr.,  Military  Enlistment 
Processing  Station  (top  right). 


Story  and  photo  by  Pam  Miller, 
New  Orleans  Battalion  A&PA 

■ SGT  Kevin  D.  Stewart  of  the 
Slidell  (La.)  Recruiting  Station  has 
put  in  a lot  of  time  on  the  highway 
this  summer.  But  driving  the  25 
miles  between  his  recruiting  station 
in  Slidell  and  Picayune  Memorial 
High  School  in  Picayune,  Miss.,  has 
paid  off  in  contracts. 

Since  June,  Stewart  has  enlisted 
seven  students  into  the  Delayed  En- 
try Program  from  the  Navy  Junior 
Reserve  Officer  Training  Corps 
(JROTC)  Program  at  the  only  pub- 
lic high  school  in  Picayune. 

During  the  two  weeks  before 
school  let  out,  Stewart  was  doing 
presentations  in  every  JROTC  pro- 
gram in  his  assigned  area.  He  spent 
an  entire  day  at  Picayune  Memorial 
High  School. 

He  made  one  and  one-half  hour 
classroom  presentations,  complete 
with  visual  aids,  to  four  classes  at 
the  high  school.  He  based  his  talks 
on  the  Army  TEAMS  (Training, 
Education,  Adventure,  Money,  and 
Service  to  Country)  concept. 

While  Stewart  made  his  presenta- 
tion to  all  the  members  of  the 
JROTC  program,  he  was  primarily 
targeting  juniors.  He  knew  that  the 
majority  of  the  seniors  who  were  go- 
ing to  enlist  had  already  done  so. 

He  was  focusing  on  juniors  for  the 
next  school  year. 

After  one  presentation,  a junior 
who  is  the  commanding  officer  of 
the  JROTC  unit,  Sinika  T.  Finch, 
came  up  and  told  him  how  much  he 
enjoyed  his  presentation. 


Stewart  explained  this  was  just 
an  overview  of  the  opportunities  the 
Army  can  offer  someone  and  in- 
vited the  student  to  take  a more  in- 
depth  look.  That  was  the  beginning 
of  a mutually  beneficial  relationship 
for  both  Finch  and  Stewart. 

After  his  appointment  with 
Finch,  word  spread  among  the 
JROTC  Command  Group  and 
among  other  students. 

Within  the  same  week,  Stewart 
had  appointments  scheduled  with 
Richard  M.  Kirby,  chief  petty  offi- 
cer, and  Carl  A.  Adams,  ensign.  All 
three  students  talked  with  all  the 
services  before  making  the  decision 
to  join. 

“I  checked  out  all  the  recruiters 
to  see  what  they  offer,”  Kirby  said. 
“The  Army’s  hands-on  training  and 
education  available  during  your  en- 
listment were  the  best.” 

Adams  and  Finch  both  give 
credit  to  Stewart  for  helping  them 
to  make  up  their  minds  to  join  the 
Army.  Adams  said,  “He  showed  an 
interest  in  me  and  he  came  to  my 
house  first.” 


Finch  added,  “SGT  Stewart  was 
more  professional  than  any  of  the 
other  recruiters  and  he  was  very, 
very  honest  with  me.” 

Stewart  emphasized  that  he  pre- 
fers to  explain  each  step  of  the  re- 
cruiting process  to  his  applicants. 

“I’m  not  a high  pressure  sales- 
man,” Stewart  said.  “I  want  my  ap- 
plicants to  know  what  is  happening 
every  step  of  the  way  through  the  re- 
cruiting process.  This  prevents  any 
confusion  later.” 

Stewart  feels  “building  rapport  is 
the  key”  to  clinching  a sale.  He  will 
take  as  much  as  20-25  minutes  dur- 
ing the  sales  interview  to  build  rap- 
port. 

“If  they’re  not  laughing,  I don’t 
start  talking  about  the  Army,”  Ste- 
wart said.  Stewart  made  the  same  ef- 
fort to  build  rapport  with  the  faculty 
and  administration  at  the  school 
when  he  started  recruiting. 

He  was  especially  careful  to  intro- 
duce himself  to  the  staff  in  the 
Navy  JROTC  program.  He  has 
shown  these  students  there  are  other 
opportunities  after  high  school. 
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Recruiter 
makes  most 
out  of  tempo- 
rary digs 

Story  and  photo  by  Lee  Elder, 
Nashville  Battalion  A&PA 

■ It’s  a tale  recruiter  SGT  Gene  R. 
Rabideau  repeats  a dozen  times  a 
day. 

The  Glasgow,  Ky.,  recruiter  has 
been  temporarily  working  out  of  the 
Days  Inn  since  a fire  at  an  adjoining 
office  nearly  destroyed  the  recruit- 
ing station  at  614  Columbia  Ave. 
This  has  forced  Army  recruiters  to 
store  most  of  their  equipment  in 
Rabideau’s  garage  while  the  rest 
has  been  assembled  at  a makeshift 
office  in  Room  127  at  the  motel  lo- 
cated near  Ky.  80. 

“Whenever  I talk  to  prospects,  I 
have  to  give  them  the  whole  story, 
the  upstate  New  York  native  said 
with  a grin.  “It’s  made  me  spend  a 
lot  more  time  out  on  the  streets  do- 
ing face-to-face  prospecting.” 

Besides  having  potential  recruits 
not  know  where  he  is,  Rabideau  has 
also  had  to  deal  with  having  only 
one  telephone  line  and  having  his 
computer  networking  and  e-mail  ca- 
pabilities severed.  A traveling 
plaque  noting  the  station’s  success 
leans  above  a sink,  a wooden  card 
file  holder  and  numerous  regula- 
tions are  packed  on  top  of  a bed 
while  the  Army’s  traditional  recruit- 
ing poster  with  Uncle  Sam  saying, 

“I  Want  You”  hangs  just  below  the 
room  number  on  the  front  door. 

To  top  it  all  off,  his  station  com- 
mander, SFC  Randy  Trogden,  was 
sent  off  to  school  for  several 
months  10  days  after  the  mishap. 

Despite  all  the  challenges, 
Rabideau  has  managed  to  meet  his 


recruiting  goals  since  moving  into 
his  new  digs. 

“Without  a station  commander, 
it’s  up  to  me  to  make  it  or  break  it,” 
Rabideau  said.  “If  I make  it,  which 
I have  for  the  past  two  months,  it’s 
a feather  in  my  cap.  We’re  trying  to 
be  as  successful  as  we  can.  I’m  try- 
ing to  do  the  best  with  what  I’ve 
got..” 

Besides  covering  Glasgow  and 
Barren  County,  the  station  also  han- 
dles recruiting  for  neighboring  ar- 
eas in  Hart,  Metcalfe,  Monroe,  and 
Cumberland  counties.  Keeping  up 
the  pace  means  that  Rabideau  rarely 
returns  home  before  8 p.m.  and 
often  stays  out  until  10:30  p.m.  five 
and  six  days  a week. 

“The  mission  here  hasn’t  gotten 
any  bigger,  but  we  must  hustle  to 
meet  our  goals,”  he  said. 

While  it  has  been  a drawback, 
Rabideau  said  he’s  used  his  new  lo- 
cation to  his  advantage  where  he 
can.  The  station’s  Delayed  Entry 
Program  soldiers  sometimes  come 
by  to  visit  and  take  advantage  of  the 


motel’s  indoor  pool  and  Jacuzzi. 

“Visitors  sometimes  get  caught 
off  guard  when  they  see  an  Army  re- 
cruiter coming  down  the  hall,” 
Rabideau  laughs.  “A  lot  of  older 
people  find  it  very  interesting  that 
I’m  in  the  hotel  and  they’ll  stop  by 
and  share  their  war  stories.” 

The  situation  has  been  eased  by 
what  Rabideau  describes  as  “super 
support”  from  the  motel’s  manage- 
ment. Front  desk  clerk  Misty  Derek 
has  promised  she’s  going  to  direct 
her  three  younger  brothers  toward 
Rabideau  once  they  finish  high 
school. 

Face-to-face  meetings  at  the  mo- 
tel have  already  helped  Rabideau 
put  one  soldier  in  boots. 

“He  was  here  to  meet  a friend,” 
Rabideau  recalled.  “I  hadn’t  talked 
to  him  in  a year,  but  our  meeting  re- 
kindled his  interest  in  the  Army, 
and  he  signed  up  in  August.” 

A detailed  recruiter  who  is  a sig- 
nalman by  trade,  Rabideau  said  he 
has  learned  to  thrive  during  this  lat- 
est chapter  of  his  recruiting  career. 


SGT  Gene  Rabideau  set  up  office  at  the  Days  inn  in  Giasgow,  Ky.,  when 
a fire  nearly  destroyed  his  recruiting  station.  The  upstate  New  York  na- 
tive said,  “It’s  made  me  spend  a lot  more  time  out  on  the  streets  doing 
face-to-face  prospecting.” 
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SFC  Lawrence  A.  Adams, 

Sedalia,  Mo.,  recruiter  and  former 
drill  instructor,  gives  Nick 
Polston  some  impromptu  coun- 
seling during  a look  at  basic  train- 
ing held  at  Olathe  (Kan.) 
Recruiting  Station. 

Olathe  station 
DEP  members 
get  a look  at 
today's  basic 
training 

Story  and  photo  by  Sharlene 
Reeder-Jorgensen,  Kansas  City 
Battalion  A&PA 

■ Olathe  Recruiting  Station 
brought  in  a former  drill  sergeant, 
SFC  Lawrence  A.  Adams,  who  is 
currently  a recruiter  at  Sedalia,  Mo., 
to  give  their  DEP  members  a taste 


of  what  basic  training  is  all  about. 

Adams  lined  them  up  and  drilled 
them  on  what  will  be  expected  of 
them  when  they  reach  their  respec- 
tive basic  training  units,  including 
the  usual  push-ups  required  after 
screwing  up. 

When  one  frightened  recruit 
showed  up  late  for  formation,  he 
found  out  what  being  tardy  can  do 
to  an  otherwise  potentially  good  sol- 
dier. Adams  dropped  him  into  the 
front-leaning  rest  position  and  de- 
manded 20  push-ups. 

The  DEP  quickly  knocked  out  10 
and  struggled  through  the  remain- 
der before  he  gruelingly  grunted, 
“Drill  Sergeant, . . . request . . . per- 
mission to  . . . recover  .” 

It  was  an  experience  they  never 
expected  this  day.  When  it  was  over 


Adams  sat  them  down  on  the  grass 
under  a tree  and  gave  them  a few 
minutes  to  wipe  the  sweat  from 
their  brows  and  cool  off. 

Then  he  explained  what  the  drill 
was  all  about  and  spoke  to  them  one 
on  one,  laughing  and  joking  about 
fear,  expectations,  and  maturity. 

They  left  knowing  a little  bit 
more  about  themselves  and  becom- 
ing a little  more  confident  that  the 
Army  is  where  they  want  to  be. 

It’s  been  several  months  now 
since  that  day  that  raised  the  hair  on 
the  backs  of  their  necks,  but  not  one 
recruit  has  become  a DEP  loss. 

They  realized  what  the  Army  can 
do  for  them  and  what  to  expect  at 
basic  training  and  surely  have  be- 
come better  soldiers  for  the  experi- 
ence this  DEP  function  gave  them. 


■ Anthony  Pianis, 

6,  clutches  a bag 
filled  with  Army  re- 
cruiting materials 
while  perched  on 
the  steps  of  a down- 
town Harrisburg 
storefront.  The  Har- 
risburg Company 
participated  as  a 
team  of  drivers  for 
the  1996  Mini  Grand 
Prix  in  downtown 
Harrisburg.  Drivers 
were  CPT  Eric  Han- 
sen and  SSG  Steven 
Kerner.  Pit  crew 
members  were  SSG 
Toni  Geddis,  SGT 
James  Simpson, 
SGT  George  Pickett, 
and  SGT  Danny 
Richard.  (Photo  by 
Renee  McElveen) 
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DEP  loss 
prevention 
begins  with 
the  basics 

by  Pat  Grobschmidt, 

Milwaukee  Battalion  A&PA 

■ There  are  numerous  reasons 
why  a new  soldier  fails  to  ship  to 
active  duty.  Apathy,  failure  to 
graduate,  medical  or  moral 
difficulties  are  the  major  causes  of 
DEP  loss.  However,  with  proper 
follow-up,  you  can  influence  some 
of  these  reasons. 

“Keeping  DEPs  enthused  about 
their  decision  to  join  the  Army  is 
critical  to  their  shipping  out,”  said 
ISG  Alan  Sprinkle,  Iron  Mountain 
(Mich). 

SEC  Marvin  McAtee,  Milwau- 
kee station  commander,  claims  get- 
ting a new  soldier  through  the  DEP 
hinges  on  building  a good  relation- 


ship with  him.  He  says  it  all  goes 
back  to  the  initial  sales  interview. 

“You  have  to  establish  a good  re- 
lationship at  the  start  of  the  sales 
interview,”  he  said.  “Once  they 
join,  the  key  is  to  get  to  know 
them,  their  family,  and  friends.  Es- 
pecially the  older  applicants  — the 
18-year  olds.  Once  a recruiter  de- 
velops a good  relationship  with  his 
DEP,  he  or  she  is  introduced  to  the 
rest  of  the  recruiters  in  the  station,” 
he  continued. 

“Every  one  of  my  recruiters 
know  every  DEP.  If  a DEP  needs 
something  and  their  recruiter  is 
out,  another  recruiter  in  the  station 
can  and  will  help  him.  It’s  like  a 
‘Big  Brother’  program.  You  have 
to  become  a mentor  and  a reliable 
source  for  your  DEPs,”  said 
McAtee. 

One  of  the  easiest  and  most  ef- 
fective ways  to  keep  your  DEP 
members  motivated  is  to  hold 
monthly  DEP  functions.  The  goal 
of  a DEP  function  is  keep  the  new 
soldier  interested  in  the  Army. 


DEP  functions  also  provide  an  ex- 
cellent opportunity  for  DEP  mem- 
bers to  meet  others  who  have 
made  the  same  decision  to  join  the 
Army.  This  promotes  a sense  of  be- 
longing to  a team  and  reinforces 
the  DEP  member’s  commitment. 

The  most  important  aspect  of  a 
function  is  to  make  it  fun.  Going 
to  the  station  to  learn  the  phonetic 
alphabet,  while  training,  is  not  nec- 
essarily fun.  Ask  yourself  if  your 
function  is  one  that  you  would 
want  to  attend. 

“The  best  DEP  functions  are  at 
our  Reserve  center,”  said  McAtee. 
“We  provide  our  DEPs  with  a day 
of  ‘basic  training’  taught  by  drill 
sergeants  from  the  84th  Division. 
They  provide  a realistic  view  of 
Army  basic  training.  The  DEPs  get 
enthused.” 

Another  way  to  keep  DEP  mem- 
bers interested  is  through  the  DEP 
Incentive  Program.  This  is  a great 
way  to  acknowledge  your  DEP 
member’s  military  and  personal  ac- 
complishments with  the  use  of  cer- 
tificates, hats,  T-shirts,  etc. 

“We  give  each  of  our  DEPs  an 
enlistment  certificate,”  said  SEC 
Harvey  McBroom,  Sheboygan  sta- 
tion commander.  “We  also  have  a 
Soldier  of  the  Month  program. 

Any  time  we  can  acknowledge  a 
DEP  we  do.” 

The  key  to  keeping  a DEP  mem- 
ber enthusiastic  about  staying  in 
the  program  is  to  stay  in  touch 
with  him  from  the  time  he  enlists 
to  the  day  he  ships.  If  meaningful 
follow-ups  are  conducted  and  your 
new  soldiers  stay  motivated,  you 
will  greatly  reduce  the  possibility 
of  DEP  loss. 

Some  DEP  losses  are  unavoid- 
able, most  are  not.  You  had  time 
for  your  DEP  members  when  proc- 
essing them  for  enlistment;  don’t 
forget  about  them  in  the  DEP. 


■ A POW/MIA  Day  recognition  ceremony  was  heid  recentiy  at  the  Okia- 
homa  City  Battalion  headquarters.  (Left)  Richard  Beck,  commander, 
and  Bob  Moore,  quartermaster,  Oklahoma  City  Veterans  of  Foreign 
War  Post  1857,  came  to  the  battalion  to  celebrate  the  September  20th 
event.  (Photo  by  Linda  Garrett) 


November  1996 


29 


y 


The  Test 


1.  What  is  the  requirement  for  returning  personal 
documents  belonging  to  applicants  who  are  re- 
jected or  who  are  no  longer  prospects  for  enlist- 
ment? 

a.  Return  documents  to  the  applicant. 

b.  Retain  documents  in  desk  drawer  for  one  year. 

c.  Keep  documents  on  file  in  recruiting  station. 

d.  Keep  documents  until  applicants  request  them  personally. 

2.  As  an  exception  to  policy  applicants  who  live 

beyond  a 50-mile  radius  or  90-minute  travel  time 
one  way  may  be  assigned  to  a USAR  TPU  if  they 
have  a signed,  dated  and  written  consent  from 
and . 

a.  unit  commander  and  applicants’  parents 

b.  applicant  and  unit  commander 

c.  applicant  and  station  commander 

d.  none  of  the  above 

3.  For  IRR/TPU  transfers  who  are  accessed  on 
facsimile  copies,  the  recruiter  must  forward  the 
original  DA  4187  to  the: 

a.  battalion  upon  request 

b.  MEPs  upon  request 

c.  MEPs  within  24  hours  of  the  transfer 

d.  battalion  within  24  hours  of  the  transfer 

4.  MOSs  requiring  course  completion  in  biology, 

algebra,chemistry,  typing,  etc.,  may  be  verified 
by . 

a.  calling  the  school 

b.  high  school  diploma 

c.  certified  written  statement  of  completion 

d.  school  transcript 

5.  DEP  losses  generally  fall  into  two  categories; 

they  are and . 

a.  apathy;  loss  of  Interest 

b.  apathy;  disqualification 

c.  medical;  loss  of  interest 

d.  medical;  apathy 

6.  DEP  loss  of  courtesy  shippers  are  subtracted 

from  the . 

a.  original  recruiter 

b.  original  recruiting  station 

c.  both  of  the  above 

d.  none  of  the  above 

7.  Recruiters  are  to  provide  an  orientation  on  con- 
tractually guaranteed  Army  and  Army  Reserve 
programs  for  each  DEP/DTP  enlistee  no  earlier 

than and  no  later  than following 

enlistment. 

a.  two  working  days;  seven  working  days 


b.  two  working  days;  10  working  days 

c.  three  working  days;  7 working  days 

d.  three  working  days;  10  working  days 

8.  Authorization  for  transfer  of  recruiter  of  credit 

can  be  accomplished  by . 

a.  company  commander 

b.  station  commander 

c.  first  sergeant 

d.  first  sergeant  on  orders  as  the  company  commander 

9.  Appiicants  may  take  the  ASVAB  test  whiie  on 
probation,  parole,  and  with  pending  charges  if 
the  charges  don’t  require  a waiver. 

a.  true  b.  false 

10.  Morai  waivers  that  have  been  disapproved 
may  be  resubmitted  after  a waiting  period  of 


a.  3 months  b.  6 months 
c.  1 2 months  d.  none  of  the  above 

11.  Adult  education  programs  that  are  used 
within  a recruiting  area  must  be  approved  by  the 


a.  battalion  commander 

b.  education  specialist  and  station  commander 

c.  battalion  commander  and  company  commander 

d.  board  of  education 

12.  COIA/iP  cards  (USAREC  Form  988)  wiii  be 

fiied  in  alphabetical  order  in of  the  PDR 

fiiiing  system. 

a.  division  II 

b.  division  III 

c.  division  IV 

d.  division  V 

13.  Which  one  of  the  following  symptoms  is  not  a 
symptom  of  mild  nerve  agent  poisoning? 

a.  pinpoint  pupils  b.  vomiting 

c.  convulsions  d.  profuse  sweating 

14.  When  moving  under  fire,  you  should  use  the 

low  crawl  when . 

a.  you  cross  open  areas 

b.  the  route  you  have  selected  provides  cover  and  concealment 

c.  time  is  critical 

d.  visibility  provides  the  enemy  good  observation 

15.  When  loading  a M60  machine  gun,  the  first 

step  Is  to  place  the  safety  in  the  F (fire)  position. 

a.  true  b.  false 


(The  answers  to  this  month’s  Test  can  be  found 
on  the  inside  back  cover.) 
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Salutes 


Morrell  Awards 


ALBANY 

SFC  Janos  Kurunczi 
SFC  Donald  Hall 


BECKLEY 

SFC  Michael  Teubert 

COLUMBUS 

SFC  Raymond  Barnhart 

DALLAS 

SFC  Calvin  Drummonds 


HARRISBURG 

SFC  Albert  Viselli 


HOUSTON 

SSG  Lyn  Austin 

SFC  Arlene  McPhee 

JACKSON 

SFC  Dennis  Money 

JACKSONVILLE 

SFC  John  Bloodworth 

SSG  Ricky  Gray 
1SG  Eddie  Mathis 


MINNEAPOLIS 

GS7  Harold  Christensen 

SFC  Thayne  Wika 

MONTGOMERY 

SFC  Jeffrey  Leeds 

NASHVILLE 

SFC  Vickie  Matthews 


NEW  ORLEANS 

SFC  Sandy  Alston 

SFC  Lee  Robinson 
SFC  Robert  Sloan 


NEW  YORK  CITY 

SFC  John  Morello 


OKLAHOMA  CITY 

SFC  Richie  Martin 

SFC  Laurence  Wagner 

PHOENIX 

SFC  Gary  Knott 

SSG  Kevin  Pierce 
SFC  Edwin  Gonzalez-Soto 


SSG  Thomas  Santistevan 
SFC  Gary  Smith 
SFC  Bruce  Walker 

RALEIGH 

SFC  David  Audette 

SFC  Larry  Dennis 
SFC  Wesley  Jung 
SFC  Richard  Tilley 
SSG  Edward  Wilson 

SALT  LAKE  CITY 

SFC  Randy  Cales 

GS7  John  Newell 

SEATTLE 

SFC  Eugene  Smith 

SOUTHERN  CALIF. 

SFC  Robert  Pauff 

SPECIAL  MISSIONS 

SSG  Kenneth  Batten 

SFC  Dwight  Pierce 
SFC  Jeffrey  Walthers 

1ST  AMEDD 

SFC  Donna  Zibert 


RINGS 


ATLANTA 

SSG  Javier  Cruz-Colon 
SSG  Betty  Spain 

BALTIMORE 

SSG  Diana  Charles 

SSG  Carl  Fields 
SFC  James  Ginas 
SSG  Michael  Morton 
SSG  Farrell  Mungo 

BECKLEY 

SFC  Frank  Gainer 

CHICAGO 

SSG  Daniel  Bratt 

SSG  Tyrone  Pendarvis 

COLUMBIA 

SFC  John  Hicks 

SSG  Michael  Lockhart 

COLUMBUS 

SSG  Brent  Miller 


DALLAS 

SSG  Craig  Callies 

SSG  Daniel  Griffith 
SFC  Heraldo  McFarlane 
SSG  Gayle  Purvis 

DES  MOINES 

SFC  Dale  Moyer 

SSG  Mark  Rodriguez 

GREAT  LAKES 

SFC  Iris  Krysevig 

HARRISBURG 

SSG  Angela  Dandridge 

SFC  Lori  Rendick 

JACKSON 

SFC  Lillie  Franklin 

JACKSONVILLE 

SSG  Mark  Brinton 

SSG  Terry  Godsey 
SFC  Mark  Padilla 
SSG  Ronny  Phillips 
SFC  C.  VanBemmell 

LOS  ANGELES 

SFC  Arthur  Merrell 

MIAMI 

SSG  Jose  Maldonado 
SFC  Ivan  Santana 
SSG  Fernando  Soto 

MILWAUKEE 

SFC  William  Hayden 

MINNEAPOLIS 

SSG  Gary  Smith 

SFC  John  Thase 

MONTGOMERY 

SFC  Gregory  Foster 

SFC  John  Potter 
SFC  Brenda  Walker 
SSG  Kevin  Webster 

NASHVILLE 

MSG  Jonas  Cloud 

SFC  Michael  Raines 

NEW  ENGLAND 

SFC  Albert  Thompson 


SSG  Clayton  Reed 
SFC  Terry  Dellinger 

NEW  ORLEANS 

SSG  Chad  Romero 

SFC  Gregory  Boyce 

OKLAHOMA  CITY 

SSG  Michael  Busby 

PHILADELPHIA 

SFC  James  Baase 

SFC  Michael  Gormley 

PHOENIX 

SSG  David  Banks 

SGT  Robert  Bartow 
SSG  Christopher  Collins 
SFC  Kenneth  Gemlich 
SSG  Eliot  Irons 
SFC  Gary  Lacer 
SSG  Michael  Larsen 
SFC  Lucinda  Tims 

PORTLAND 

SSG  John  Butcher 

SGT  Emerson  Paranada 

RALEIGH 

SSG  Wayne  Hewlett 

SSG  Edward  Joslin 
SSG  Eric  Lofton 
SSG  William  Mock 

SALT  LAKE  CITY 

SSG  Kevin  Borth 

SSG  David  Frank 
SSG  Daniel  Haynes 
SFC  Kirk  Kobak 
SGT  Jeffrey  Long 
SSG  Michael  Nelson 

SAN  ANTONIO 

SGT  Derrick  Brent 

SSG  Anthony  Johnson 

SEATTLE 

SSG  James  Bibbs 

TAMPA 

SGT  Robert  Richard 

6TH  AMEDD 

SFC  David  Austin 
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Salutes 


Gold 

Badges 


ALBANY 

SGT  John  Minier 
SSG  Garth  Corner 
SSG  Dwayne  Curfman 
SSG  Monitta  Alvin 
SSG  Michael  Benson 
SSG  Michael  Frascatore 
SSG  Eugenia  Cain 

ATLANTA 

SSG  Terry  Hampton 
SSG  Mitchell  Duncan 
SSG  Daniel  Green 
SGT  John  Milsap 
SSG  Chester  Dixon 
SSG  Earl  Anderson 
SSG  Cyrouse  Houshyani 

BECKLEY 

SSG  Charles  Howell 

CHICAGO 

SSG  Robert  Hobson 
SSG  Ferdinand  Shaw 
SGT  Dallas  Edwards 
SSG  James  Lardin 


COLUMBUS 

SSG  John  Snyder 
SSG  Jeffrey  Foster 

DALLAS 

SSG  Curtis  Gaskell 
SSG  Tony  Frazier 
SSG  William  Stauter 
SFC  Patricia  Bender 
SSG  Brandon  Dillard 
SFC  Roy  Garza 
SSG  John  Dunlosky 
SSG  Lewis  Hill 

DENVER 

SFC  Scott  Chrestensen 
SFC  Jorge  Colon-Martin 


GREAT  LAKES 

SGT  Aaron  Rogers 

HARRISBURG 

SGT  Michael  Dunfee 
SFC  David  Pearson 

HOUSTON 

SGT  Thomas  Petterson 
SGT  Scott  Wang 
SSG  Christopher  Lewis 
SGT  Napoleon  Waddy 

INDIANAPOLIS 

SFC  Stephen  McKenna 
SGT  Jeffrey  Smith 
SSG  James  Smith 

JACKSON 

SGT  Elmer  Ricks 

JACKSONVILLE 

SSG  John  McBride 
SGT  Stacey  Sears 
SFC  James  Canup 
SSG  Elton  Cook 
SSG  Pablo  Cruz-Martinez 
SGT  Robert  Ballou 
SSG  Sean  Ward 

KANSAS  CITY 

SSG  Dennis  Hansen 

LOS  ANGELES 

SSG  Jimmie  Warren 

MIAMI 

SSG  Dave  Ogarro 
SSG  R.  Velazquez 
SGT  Rodney  Richardson 
SSG  Enoel  Santiago 
SFC  Victor  Ramos 
SSG  Ismael  Tirado 

MILWAUKEE 

SFC  Bruce  Rolfs 
SSG  Dejesus-Gonzales 
SSG  Michael  Newby 
SSG  Brian  Schwartz 
SSG  Denise  Bush 

MINNEAPOLIS 

SGT  Tracy  Pitoniak 
SSG  Ivan  Skelly 


MONTGOMERY 

SSG  Albert  Brown 
SGT  Chris  Anderson 
SSG  Bernie  Fugate 
SGT  Donyile  Fletcher 
SGT  Erick  Stillman 
SGT  Jeffrey  Robertson 
SGT  Ronald  Marsh 

NASHVILLE 

SGT  Timothy  Pratt 
SGT  Larry  Berry 

NEW  ENGLAND 

SGT  Mark  Johnson 
SSG  John  Hendrix 
SSG  Raymond  French 
SSG  Troy  Fuhrman 
SSG  Tyrone  Evans 
SGT  Bruce  Hawkins 
SFC  Leonard  Dixon 
SGT  Peter  Aubin 

NEW  ORLEANS 

SGT  Johnny  Davis 
SFC  Victor  West 
SGT  Jeffery  Gershen 
SFC  Johnny  Anderson 

OKLAHOMA  CITY 

SSG  Daniel  Dunn 
SSG  Rodney  Shepard 
SGT  John  Gray 

PHILADELPHIA 

SSG  Timothy  Stoll 

PHOENIX 

SSG  Kenneth  Sanders 
SGT  Keith  Dyer 
SSG  Paul  Harris 
SSG  Angela  Ratliff 
SGT  Jeffrey  Pearson 
SGT  Dwayne  Uhlig 

PITTSBURGH 

SFC  Gary  Houldsworth 
SGT  Mark  Kell 

PORTLAND 

SSG  Albert  Bolshazy 
SSG  Peter  Crites 
SSG  Matthew  Rothstein 
SSG  Shawn  Burgess 


SFC  Donald  Miller 
RALEIGH 
SSG  Ryan  Coleman 
SSG  Thomas  Broen 
SGT  Dwayne  Hawkins 
SGT  Harold  Newsome 
SGT  Paul  Holland 
SGT  Mitchell  Archer 

SACRAMENTO 

SSG  Mark  Thomas 

SALT  LAKE  CITY 

SSG  Kevin  Boatman 
SGT  Josh  Stratton 
SSG  Robert  Welch 
SGT  Gerald  Powless 
SGT  Kevin  Strakal 
SSG  Douglas  O’Connor 
SSG  Patrick  Varga 
SSG  Kenneth  Taylor 

SEATTLE 

SSG  Keith  Turner 
SSG  Randy  Meredith 

SOUTHERN  CALIF. 

SSG  Stephen  Kampman 
SSG  Tracy  Cutler 
SSG  Douglas  Entwistle 
SSG  Fernando  Guardado 
SGT  Davis  Calumpit 
SSG  Donald  Rodgers 
SSG  Melvin  Riley 
SSG  Garret  Saunders 
SSG  Raymond  Jackson 
SSG  David  Harman 
SSG  Andrew  Reese 
SGT  John  Hardin 
SGT  Robert  Bishop 

ST  LOUIS 

SSG  Keith  Sanders 

SYRACUSE 

SGT  James  Manning 
SSG  R.  Reyes-Figueroa 
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Quality  Volume 

The  Key  To  Our  Success 
RSM  September 


1st  Brigade 

2nd  Brigade 

3rd  Brigade 

5th  Brigade 

6th  Brigade 

Top  Team  Member(Recruiter) 

RA 

SGT  Reyes,  M, 

SFC  Ortega,  L. 

SGT  Barley-Childress 

SSG  Reed,  B. 

SFC  Petty,  G. 

(Battalion) 

(New  York  City) 

(Miami) 

(Great  Lakes) 

(Oklahoma  City) 

(Southern  Calif.) 

USAR 

SFC  Betancourt,  1. 

SFC  All,  0, 

SSG  Meals,  R. 

SSG  Andis,  L. 

SFC  Pauff,  R. 

(Battalion) 

(New  York  City) 

(Miami) 

(Great  Lakes) 

(San  Antonio) 

(Southern  Calif.) 

Top  Team  (Station) 

Large 

Westchester 

Covington 

Columbus  East 

Willowbrook 

San  Bernardino 

(Battalion) 

(New  York  City) 

(Atlanta) 

(Columbus) 

(Houston) 

(Southern  Calif.) 

Small 

Lincoln  Center 

Columbus  South 

Brookings 

Claremore 

Barstow 

(Battalion) 

(New  York  City) 

(Atlanta) 

(Minneapolis) 

(Oklahoma  City) 

(Southern  Calif.) 

Top  Team  Buiider  (Company) 

(Battalion) 

Metro,  Queens, 
Brooklyn,  Bayonne, 

Long  Island 
Bear  Mountain 
(New  York  City) 

Columbia,  Baltimore, 
Frederick,  Landover 
Potomac,  James  River, 
Norfolk 
(Baltimore) 

Burlington  Springfield 
Europe 
(Albany) 

Harrisburg, 

Wilkes-Barre, 

(Harrisburg) 

Bangor 

(New  England) 
Mercer 
(Pittsburgh) 
Rochester 
(Syracuse) 

Aguadilla, 
San  Juan 

(Miami) 

Fayetteville 

(Raleigh) 

Greenville 

(Raleigh) 

Mankato 

(Minneapolis) 

Conroe,  Tyler, 
Beaumont,  Houston 

South,  Houston  North, 
Houston  West 
(Houston) 

Tulsa,  Lawton, 
Texarkana,  Okla. 

City  East,  Okla.  City 
West 

(Oklahoma  City) 

Shreveport 
(New  Orleans) 
Corpus  Christ! 
(San  Antonio) 

San  Bernardino 
(Southern  Calif.) 

Phoenix,  Tempe 
(Phoenix) 
Honolulu 
(Portland) 
Stockton 
(Sacramento) 
Butte 

(Salt  Lake  City) 
Tacoma 
(Seattle) 

Top  Quality  Volume 
Battalion 

New  York  City 
Baltimore 

Miami 

Houston 
Oklahoma  City 

Phoenix 

Portland 

1 . a,  AR  601  -210,  para  5-1  e 

2.  b,  AR  601-210,  para  6-8c 

3.  d,  UR  140-3,  4(4)k 

4.  d,  AR  601-210,  para  2-71, 
para  6-5h 

5.  b,  USAREC  pam  350-7, 
para  6-15 


Answers  to  the  Test 

6.  b,  UR  350-6,  para  5-2 

7.  d,  UR  601-95,  para  2-3b 

8.  a,  UR  600-22,  para  5b(1)(b) 

9.  b,  UR  601-45,  para  2-3a(1)  and 
AR  601-210,  para  2-10a(2) 

10.  b,  UR  601-56,  para  1-7(b) 

11.  a,  UR  601-101,  para1-5c(5)(c) 


12.  c,  UR  350-6,  Appendix  G-4 

13.  d,  STP  21-1  SMCT,  page  655 

14.  band  d,  STP  21-1  SMCT, 
page  347 

15.  a,  STP  21-1  SMCT,  page  252 
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